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Your best over-all 
roofing policy. . 


) tiewp with Barrett 


Tie-up 

with Barrett* pitch and felts— 
the best roofing materials money 
can buy. 

Tie-up 

with Barrett time-proved meth- 
ods— based on almost a century 
of experience. 

Tie-up 

with Barrett’s unmatched sales 
promotion helps and Barrett big- 
league advertising. 

Tie-up 

with Barrett for greater accepta- 
bility, more sales, more profit. 
Tie-up 

with Barrett . . . The Greatest 
Name in Roofing. 


BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 RECTOR STREET, NEW YORK 6, N. Y. 


In Canada: 
The Barrett Company, Ltd., 
5551 St. Hubert St., Montreal 


Reg. U. S. Pat. Of. 
ne., 425 Fo yurth amin New Yc ke 16, N. Y. 
second class matter July. ). at the 





U. S$. Patent No. 2,503,246 


FOR THE ROOFER 


PROFITABLE — MORE 
SQUARES PER DAY — 
CUTS OPERATING COSTS. 


FOR THE WORKER 


LIGHT WEIGHT — NO 
HAZARD—A WORKING 
PLEASURE. 


FOR THE CUSTOMER 


COMPLETE SATISFAC- 
TION, MORE FOR HIS 
ROOFING DOLLAR, NEW 
ROOF PERFORMANCE. 








LABORATORY DEVELOPED — 
Addex Liquid Asphalt #460, re- 
inforced with a non-rotting glass 
mesh, (as steel in concrete) gives Roof- 


h b t hot -Shi ome 
Shield 10 nes mere drenath tise eon Shown above are actual photos of Addex Roof-Shield 


ventional asphalts. Roof-Shield will not on the job, by brush or spray — Roof-Shield follows contours 
crack nor blister. of roof, flashing, coping and parapet walls. Here listed are 
some typical installations — Republic Steel * Timken Roller 
Bearing Co. * Standard Oil * Midland Steel * U.S. Army 


WRITE FOR SAMPLES, DESCRIPTIVE Air Force * U.S. Navy * and many others. 
LITERATURE AND SPECIFICATIONS 


YY y yx 10312 WILBUR AVE. 
CORPORATION CLEVELAND 6, OHIO 
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In Beautiful Colors that last 


Johns-Manville j ° 


Sn The smooth-surfaced asbestos siding with deeply 


embedded ceramic granule texture and color 





J-M Smoothgrain 

Asbestos Siding is fire- 

proof, rotproof, weather- 

proof and never needs paint ; HE. j Hite 

to preserve it. TEAL E TAPER CE: WATE ERRUDTE EL EHUB EERSTE ED | 
Smooth surface... 


VIEWED FROM ANY ANGLE, J-M Smoothgrain Asbes- 


tos Siding has a strikingly “grained” texture, yet the 
surface is actually smooth. 

This smooth surface resists soiling because it has no 
grooves to catch dirt. The rich “grained” texture and 
lasting colors are achieved by colored ceramic granules 
deeply embedded in the asbestos-cement. And this “grain- 
ing” is so striking, it is hard for the eye to distinguish 
the vertical joints. 

Smoothgrain Asbestos Siding has the same cross- 
section throughout. This makes it stronger, easier to cut 
sharp edges without chipping. 


Send for the free full-color brochure that shows the 
outstanding variety of beautiful colors in which 
Smoothgrain Asbestos Siding is made. Write Johns- 
Manville, Box 60, New York 16, N. Y. 


3/0 Johns-Manville 


no grooves... yet 
beautifully 
“grained | 


LINE YOUR LEVEL against the surface of 
the new J-M SMOOTHGRAIN Siding . . . 
you'll find it smooth and true. Look at its 
beauty from any angle... you'll see a rich 
texture of striking character! 
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If you want a genuine raised grain roof, 





use Woodfex asphalt shingles ! 


Woodtex is an asphalt shingle with a real 
raised grain. It’s not an illusion. The grain is 
there, high ridges of asphalt laid over a thick 
base shingle, and imbedded with colorful 
mineral granules. 


The result is a roof with class—the kind you're 
proud to install and discriminating home- 
owners want 


And this built-up grain provides far more 
than beauty: 


@ Ir increases the shingle weight to a whopping 
250 Ib. per square—a real heavy-duty shingle 


@ Ic affords greater shingle rigidity, because 
these ridges act as reinforcing ribs, providing 
high wind resistance 


@ Because it is a thicker shingle, it assures 
longer wear 


Why settle for shingles that are said to “look 
like a raised grain roof,” but never do, when 
you can have the real thing—Woodtex. See 
and fee/ the difference for yourself. 


And what a color range! Woodtex is available 
in green, gray, red and brown blends, two-tone 
green, two-tone black, and the popular new 
pastel blue and pastel green blends. 


Cut-away 
view of 
Woodrex 
Shingle 


HERE’S HOW WOODTEX IS GRAINED 





The manufacture of Woodtex shingles starts 
where any other shingle stops. Over an extra- 
thick base shingle are deposited ridges of hot 
asphalt. To these ridges a layer of mineral 
granules is then added. 
PEP? as 
Ne 
AY \ oe 


The result is one of the toughest, heaviest, 
longest-wearing and most beautiful asphale 
shingles in America—Woodtex. 


1/ 
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Cortain-teed 


REG. U.S. PAT. OFF 





Quality made Certain . . . Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 


ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT: 100 Eost 42nd Street, New York 17, N.Y. 


am men 
BUILDING 
PRODUCTS 


ASPHALT ROOFING + SHINGLES + SIDINGS 

ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 

GYPSUM PLASTER > LATH + WALLBOARD + SHEATHING - ROOF DECKS 
ACOUSTICAL TILE INSULATION FIBERBOARD 
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Boost Profits and Build Business ...with 


REYNOLDS (7ZZey ALUMINUM GUTTERS 


“Slip-Joint 





“CUSTOMERS GO 
FOR THE RUSTPROOF 
GUTTER THAT COSTS 
LEAST, LOOKS BEST!” 


Application... 
1 DO MORE JOBS, 
MAKE MORE 
MONEY!” 


- — 


f Your men do more jobs, and the bright beauty of these ™ 
aluminum gutters creates more jobs...so you build 
business and profits. And your customer’s satisfaction 
grows through the years... with no painting, no stain- 
ing, no maintenance worries. 


5” Ogee and Half-Round residential gut- 


ters. 6” Industrial Half-Round. Matching 
lownspouts, complete fittings. (Can also be 
cold-soldered; information on request.) 


7 Se AER | 


Military demand 
for aluminum lim- 
its supply, but 
Reynolds is rapidly 
expanding capac- 


REYNOLDS Lifetime 
ALUMINUM FLASHING 


Rustproof flashing at for less 
cost than other rustproof ma 
terial. Easiest to work. Looks 
best. In 50-foot rolls of 14”, 20 
and 28” widths. Flat sheet 28” x 
6’, 8, 10’, 12°. Also cartons of 
ten 18° x 48” sheets. All in 
019” thickness (26 U. S. Std 
gauge). 


REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 


It's easy to add that extra in- 
sulation sale with this attrac 
tively embossed foil-on-kraft 
paper. High efficiency without 
bulk. Perfect vapor barrier, too 
250 squore feet in one 15-ib 
roll...25", 33” and 36” wide. 


— 


REYNOLDS Lifetime 
ALUMINUM NAILS 


Essential with aluminum, best for 
all wood and composition roof- 
ing. Can't rust. Can't stain. Al- 
most three times as many nails 
per pound, Types and sizes for 
every roofing use, also for siding 
and wallboard. 
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ity. Keep checking 
your supply 
source. For addi- 
tional information, 
write to Reynolds 
Metals Company, 
Building Products 
Division, 2034 
South Ninth St., 
Louisville 1, Ky. 
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st, profitable roof maintenance 
for old asphalt roofs! 


Here is modern, trouble-free roof 


maintenance at its economical best! 
Fiberglas Corotop* is made of specially 
processed liquid asphalts reinforced 
with flexible, non-rotting fibers of glass 
.. . Fiberglas Corotop Liquid Asphalt 
+ Fiberglas Corotop Roofing Mat = 
Fiberglas Corotop. Result: A tough, 
elastic surface made for heavy duty. 
Fiberglas Corotop Roofing Mat is light 
in weight, ready to use and the asphalt 
is easy to apply by brush or spray. No 
heavy felts or heating equipment to 
contend with. 


Unlimited Profit Possibilities 


Because Fiberglas Corotop goes down 


get the facts: 


so easily and so fast, there is no limit 
to its application... 
plants, warehouses, industrial build- 


manufacturing 


ings, apartments, schools, stores, pub- 
lic buildings and many others. Your 
profits go up because production time 
is cut in half, compared with other 
roof maintenance methods, such as 
2-ply felt cap sheets. 


For Large or Small Roofers 
Fiberglas Corotop requires no special 
training or equipment. Once you have 
the materials you're in business! Coro- 
top can be applied by one man or 
a full crew! 








3 EASY STEPS 
viberglas Corotop goes down fast in 
three simple steps. Following minimum 
‘leaning and patching of roof, in sim- 
plest terms here’s all you do: 

1. Apply a strip of Fiberglas Corotop 
Liquid Asphalt. Lay Fiberglas Corotop 
Roofing Mat init. Imbed mat in the as- 
phalt with a brush. 

2. Cover with second coat of asphalt 
and smooth with brush. Allow to dry 
approximately 12 hours. 

3. Cover entire surface of roof with final 
coat of asphalt. 

... That’s all there is to it! This means 
twice the number of jobs in the same 
time as other methods! Get the facts 
NOW and profit! 





Send for the Corotop Sample folder containing complete description of proc- 
ess, samples of materials, and technical data. No obligation. Simply write to: 


Owens-Corning Fiberglas Corporation, Attn. W. J. Stroud, Toledo 1, Ohio. But do it NOW! 


@FIRERGLAS (Reg. t 8. Pat. OF and 
Co. otop are trade-marks of Owens-Corning 
Fibergias Corporation 


OWENS-CORNING 


FIBERGLAS 


COROTOP 
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FREE literature! ehon 


Profit Makers 
Check the boxes opposite products or Catalogs 
services about which you want informa- Samples 
tion. Fill out the coupon. You will re- es 
ceive FREE the latest BOOKLETS, cata- | i dad 
logues, information and details from the About New 
manufacturers. Do It NOW while you Roofing, Siding 
are going over the list, and send to And Insulation 
American Roofer & Siding Contractor, Products 
425 Fourth Avenue, New York 16, N. Y. 








You Need To Know 








Check Numbers Wanted — Fill in Coupon —Tear Off and Mail 


| 


erican Roofer & Siding Contractor (} 33. Insulation, Sprayed 
5 Fourth Avenue . Kettles and Pumps 
New York 16, N. Y. . Knives, Roofing 


Send me facts on the items checked. [ . Ladders 


. Roofing & Building Specialties Manual 
. Roof Carts 
. Shingle Tab Cement 
. Scaffolding 
. Artificial Stone Siding 
. Sprayed Sidewall Resurfacers 
[ . Tools, Catalogs of 
C) 60. Underlayment for Roofing & Siding 


. Aluminum-Asphalt Paint . Louvers 

. Aluminum Combo. Doors, Windows _() 70. Mechanical Gravel Spreaders 
. Aluminum Roofing . Membrane Fabric 

. Asbestos Cement Shingles ] 67. Pigeon-proofing 

. Asphalt Roll Roofing C) 43. Plastic Waterproofing 

. Asphalt Siding . Roof Coatings Other Items 
. Backer Board 

. Caulking Compounds & Guns 

. Caulking, Pre-Moulded & Closures 
. Cutters, Shingle & Siding 

. Cold Process Roofing 

. Decks, Roof, Precast Gypsum Slab 

. Felt Laying Machines 

. Flashing Fabric 

. Hoists & Derricks 

. Hot Stuff 

. Insulation, Batt & Blown DE 5. ca Sake vw 0 45,55 baa ae RENE a cn eee 








oooo0088 


J 


November, 1952 





Baa baece 
JL lL j 
—_— — 
won vi 


Contractor; 








for November, 1952 


ves, MAIZEWOOD) 


INSULATION IS : 


UP TO ONE INCH THICK 


(NOT LAMINATED) 


Wherever there’s Maizewood, there’s ab- 
solute insulating efficiency. Maizewood is 
made of flax fibre for greater strength and 
longer life. 4", 34,” and 1” thick boards 
are SOLID through and through — no 
laminations. Maizewood is strong and 
compression resistant. Heavy roofing 
equipment won't make a dent. 


Regular, asphalt coated, as = per impreg- 
nated, or both asphalt coated and impreg- 
nated sheets are. available in car or truck 
loads or in smaller quantities. Quick de- 
livery from Maizewood’s central location. 


WRITE FOR DETAILS AND PRICES 
Maizewood Insulation meets Federal Specification 
LLL-F-32/b for government projects. Union made by 


employees of the United Brotherhood of Ghoaine 
and Joiners, AFL. 


Maizewood Roof Insulation is light in weight, easy 
to handle, compression pony og Heavy, 

ized roofing pang can be wheeled over it 
without special Photos courtesy Universal 
Oil Products, Des P Plaines, Ilinois. Roofing con- 
tractor: James Mansfield & Sons, Chicago. 


Mrnrzarexeyy 


INSULATION COMPANY 


sitter eA AEIERIENS! 09 SII . 
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core READY SOON... 


IDING 


vILDING SPECIALTIES | 1953 (8th) Edition 
MANUAL | 





Roofing 


Siding and 


Building Specialties 
Manual 


The only reference volume of its kind in this 
field. So valuable that many roofing contractors 
and building specialty dealers order copies for 
every one of their key men. The MANUAL is full 
of up-to-the-minute data that can help you 
dozens of ways to make more money. A SINGLE 
PAGE can be worth FAR more than the purchase 
price to you. 


Readers rave about the MANUAL. Here's a few 
quotes from letters: “A valuable book for any- 
one in the business.” . . . “Your publication has 
helped us a great deal.” . . . “I wouldn't be with- 
out it.” ... We want every one of our men to 
have a copy.” 


Mr. Manufacturer: 





If you have a product to sell the cotractors 
and dealers who read the MANUAL, who use 
it constantly as a reference book, drop us a 
line for advertising rates and marketing infor- 
mation. 











$ Reserve 
Your Copy 


NOW !!! 


Don't Miss These Important 
Articles in the 1953 Edition: 


*® ARTICLES ON SUCH DIVERSE AND IMPOR- 
TANT TOPICS AS MANAGEMENT, RECORD 
KEEPING, NEW TOOLS AND PRODUCTS. 


* COMPLETE DISCUSSION OF SUCH SPECIALTY 
ITEMS AS COMBINATION WINDOWS, ALUMI- 
NUM AWNINGS, JALOUSIES, PLASTIC TILE, 
JALOUSIES, ORNAMENTAL IRON. 


* COMPLETE SECTIONS ON SELLING, TRAIN- 
ING SALESMEN ADVERTISING, BUILDING 
YOUR VOLUME, etc. 


*% COMPLETE SECTIONS ON BUILT UP ROOFING, 
SIDING, STEEP ROOFING, METAL ROOFING, 
WATERPROOFING, ETC., INCLUDING THE 
LATEST APPLICATION TECHNIQUES. 


150 pages crammed full of valuable infor- 
mation on EVERY phase of your business. 
Every contractor and dealer will want 
copies to help him make more money. 





AMERICAN ROOFER 
425 — 4th Ave., New York 16, N. Y. 
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IT'S HERE! 


THE ALL-PURPOSE 
Carbide -Tipped Blade 





PM ANAPLASMA TE Dt 


Carbide-tipped blade is used to score the 
asbestos-cement sheet. 


Carbide-Tipped Blades are used with Stanley Fibre Board Knife No. 199. 
Knife and blade make an unbeatable combination for scoring, breaking 
and cutting a variety of roofing and siding materials including: 
. Asbestos-cement shingles 
2. Asbestos-cement flat sheets 
3. Corrugated asbestos-cement sheets 
i. Asphalt shingles 
. Mineral-surfaced roll roofing 
. Insulated siding 








The asbestos-cement sheet is sheared neatly 
and accurately. 


had — a eeeneienel 
eee ea 


If your dealer is unable to supply you with blades, fill in 
the coupon below and mail direct to the manufacturer, 


CARBIDE SAW & TOOL CO. 


327 S. LA SALLE STREET, CHICAGO, ILL. 





Gentlemen: 


(1 Kindly send and bill us for ......... 


. carbide-tipped blades at $1.50 each in lots of 
one dozen. 


(0 Send us more information on your carbidetipped blades and saws. 


FES <eccadeveese 


The All-Purpose Blade 


A tool you can carry in 
your pocket. 
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NEWS OF INTEREST TO THE TRADE - PUBLISHED BY The RUBEROID Co., 500 FIFTH AVE., NEW YORK 36, N.Y. 








COLOR-GRAINED SIDING, SMASH HIT IN 
FIRST YEAR, ADDS NEW SALES FEATURE 


New Duroc® Finish Promises 
Even Greater Demand From 
Home-Owners and Builders 
Little more than a year has passed 
since The Ruberoid Co. introduced 
Color-Grained Siding.* Applicators 
everywhere were quick to discover 
the magic selling features of this 
new sidewall material with its smart, 
decorator-designed, duo-tone colors 
and rich “shake” texture. Color, 
style and beauty won over the im- 
mediate approval of architects, dec- 
orators, builders and home-owners. 
Asbestos-cement siding, long noted 
for durability, economy and fire- 
resistance, acquired exciting new 
decorative possibilities. Never be- 
fore had such striking and enduring 
beauty been available for homes of 
all types in the remodeling field. 


Exclusive Duroc Protection 
Adds Important Features 


Now, Ruberoid has added a new im- 
provement to make Color-Grained 
Siding even more attractive and give 
your customers greater value. It’s 
Duroc, the exclusive new Ruberoid 
surfacing. Duroc adds a lustrous fin- 
ish that brings out the full beauty 
of the warm, distinctive colors and 
highlights the rich texture. It pro- 
vides an armor-hard protective coat- 
ing that resists dirt, stain, wear and 
weather. Duroc repels water and 
resists moisture absorption. Color- 
Grained Sidewalls keep their luxuri- 
ous colors and fresh beauty for years 
longer with Duroc’s extra protection. 


beauty to the rich colors and distinctive 
style of Color-Grained Siding. 








More and more houses are taking on a new look with Color-Grained Siding. 
Combined with ShadoW edge, it has the added luxury of deep shadowlines. 


...and that’s not all 


To give Color-Grained Siding even 
greater luxury, Ruberoid has de- 
veloped ShadoWedget, an asphalt 
undercoursing strip that adds rich, 
deep shadowlines to sidewalls. This 
tapered strip is 14” thicker at the 
and thrusts the lower edge of 
the siding shingle forward. The re- 
sult is a pleasing thick butt appear- 
ance. Essentially a weather strip, 
ShadoWedge makes a tighter, 
stronger sidewall and is easy to ap- 
ply in 36” lengths over any sheath- 
ing material. With Color-Grained 
Siding and ShadoWedge you have 
the perfect sales-winning combina- 
tion. 


base 


Ruberoid helps you sell 


When you sell Color-Grained Siding, 
you can count on Ruberoid to back 
you up with powerful national ad- 
vertising. Full-color ads appear in 
leading magazines like the Saturday 
Evening Post and Good Housekeep- 
ing. You have two powerful sales 
aids in the Good Housekeeping Seal 
of Approval sales book and the Color- 
Grained Siding Visualizer—the most 
powerful personal sales aid ever de- 
vised for asbestos-cement siding. 





Call your Ruberoid representative 
today and start boosting your siding 
sales and profits with Color-Grained 
Siding with the added new Duroc 
feature and the sales-winning 
ShadoWedge combination. 

*Patent Nos. 2307733; 2307734, others pending 
*+Patent No, 2394379, others pending 


Laboratory tests prove Duroc’s remark- 
able resistance to wear, weather, water 
and dirt. 
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EST moves East and East moves 
West” seems to be the current 
slogan of the roofing contractors as- 
sociations, as the two national organi- 
zations move into what has been tra- 
ditionally the other group’s territory. 
Last month the Western Conference 
and Exposition, sponsored by 
NERSICA, was held in San Fran- 
cisco. In January, NRCA meets in 
Philadelphia. NERSICA meets in 
February, in New York City. In fact, 
neither NRCA or NERSICA has in- 
vaded the Pacific Coast before, al- 
though NRCA has been as far west 
as Houston, Texas. 

All this activity, and increase of 
interest in expositions is entirely to 
the good of the industry. We favor an 
awakening of interest in the West 
Coast, virgin territory which has not 
had the benefits of national associa- 
tion promotion previously. But now 
NERSICA announces a Mid-West 
show for this year. So, as NRCA in- 
vades the East, NERSICA moves into 
traditionally NRCA territory. 

What will be the next step? Will 
NRCA organize rival shows, in the 
separate regions to compete with 
NERSICA? For already, the January 
show of NRCA, in Philly, immediately 
preceding, as it does, the February 
show’ of NERSICA in New York, 
presents a problem of overlapping. 

This movement to duplicate exposi- 
tions seems to us to be an expensive 
and even dangerous precedent. While 
conventions were held in different 
parts of the country there was no direct 
or immediate rivalry, and the entire 


industry benefited by making forums | 


and new products developments avail- 
able in more places where more con- 

tractors could be present. 
3ut this year a Philadelphia ex- 
position is followed barely a month 
later by a New York Convention. Each 
organization claims to be the national 
organization of contractors. Each or- 
ganization will be bidding for the same 
manufacturers to exhibit their prod- 
ucts, and each will be after speakers 
from the same or similar sources. 
Finally, contractors in fundamentally 
(Continued on Page 26) 
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and SIDING. COMPHECTOR 


Devoted to Roofing * Siding *® Insulating * Waterproofing 


Publishers of 
Roofing, Siding & Building Specialties Manual 


NOVEMBER, 1952 


Vol. 42 No. 11 





CONTENTS 
Free Literature & Catalogs 
Nailing It Down 
File In Colors Analyzes Roofing Prospects Instantly 
Want To Sell The Farmer? Then Use This Seasonal Calendar 


Rugged Dependability Of Contractor In Maine Brings Steady Business 2] 
NOW Is The Time To Sell The Small Town Home Owner 
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THIS is what you are selling! 


..e WHEN YOU OFFER 


INTERLOCKING © \SaaienAreiaane) 
ASPHALT ANNES TER bs 
_ SHINGLES —pevme, EP ) 


SINGLE COVERAGE 


Anpb this is exactly what home and building owners are buying — long 

term insurance for peace-of-mind, freedom from worry and 

protection against serious loss or damage by weather, wind and fire. 

Tough, interlocking, with concealed nailing at four points — 

TEX-LOKs stay put! Fire-resistant of course. And mighty attractive — 

in rich, solid colors or beautiful color blends. 

; TEX-LOK Double Coverage are the heavy-duty, all-purpose shingles. 
( ; Ss TEX-LOK Single Coverage are the ideal, low-cost, re-roofing shingles. 
oous.e 


SINGLE For old or new construction — sell the insurance TEX-LOK shingles 
COVERAGE COVERAGE 


In the Northeast 
it’s TEX-LATCH 


TEX-LOK shingles are avail- 
TEX-LATCH shingles are similar : 
to TEX-LOK except in method of ye in w pe a seater 
locking tabs. Double Coverage: 230 rom roofing p ants | ocat 
Ibs., 120 shingles, 3 bundles — per at Lockport, Illinois; Port 
square. Single Coverage: 170 Ibs., Neches, Texas; and Port 


96 shingles, 2 bundles — per square. Roofing Products Wentworth, Georgia. 


Tex-Latch shingles are available 
from the Edge Moor, Delaware THE TEXAS COMPANY 
roofing plant. 


offer. And sell the name that millions know — Texaco. 


me ee ee 7} 


MEMBER OF THE ASPHALT ROOFING INDUSTRY BUREAU 
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File in colors analyzes 


roofing prospects instantly 


Y necep acai IN of roofing sales- 
men has been urged in lectures 
and in handbooks to “know your pros- 
pect,” to “study your prospect,” to dis- 
cern what sort of a guy he really is, 
and to sense what kind of treatment 
he is most likely to respond to favor- 
ably. 

Unquestionably, a large percentage 
of roofing salesmen habitually size up 
prospects to this end, but such apprais- 
als nearly always remain in the mind 
of the contact man. 

The latter knows that Jones is a 
testy, impulsive and touchy sort of a 
guy, but the executive salesman or 
sales manager back in the company 
office doesn’t know it, which too often 
results in giving Jones the wrong kind 
of “treatment.” 

Why isn’t this information about 
prospects at least “briefed” in the file 
of the roofing company or supply sales 
executive to whom most prospects are 
more or less “faceless” men? In this 
connection there has been developed by 
a national authority on information fil- 
ing and methods, C. R. Chamberlin, a 
* (In collaboration with C. R 


ally known authority 
and techniques. ) 


Chamberlin, nation 


and inventor of filing systems 








By LYNE S. METCALFE* 
Special to American Roofer 
& Siding Contractor 








“package” unit by which any roofing 
firm, large or small, may set up and 
keep such a record of prospects always 
at his finger tips for the guidance of 








ON OUR COVER 








The Garden City Housing Project, now 
being constructed in Chicago, Ill, will 
have 2500 squares of built-up roofing by 
the time it is completed. The roofs are of 
the gravel type, sloping from a center 
ridge. 

Our cover photo shows Boice Roofing 
Company hard at work on an unusual 
phase of this big contract. They are ap- 
plying two layers of inch thick solid 
Maizewood roof insulation boards right 
up the angle of the roof to the center. 
The problem is: how do they get the in- 
sulation board to fit across the ridge of 
the roof? 

The answer is simple: the applicator 
merely cuts a crack into the insulation 
board right at the center of the ridge and 
bends it to fit the roof. This naturally 
leaves an opening of approximately one- 
half inch at the top. This opening is then 
packed with loose insulation material. 

The Maizewood Insulation Board is 
covered over with 20-year bonded four- 
ply asphalt roofing. 


the sales executive and his helpers, 

How does this method work in the 
roofing contract office ? 

Greatly simplified to save labor and 
time, it may be outlined as follows: 

The “package” is so arranged that 
by simply dropping the unit into an 
empty letter or legal file drawer, the 
owner is ready to begin his filing oper- 
ation. The psycho-file system elimi- 
nates the space consumed by heavy file 
guides and makes usable folders do the 
work of the costly and bulky alphabeti- 
cal or numerical dividers. It consists of 
26 alphabetically tabbed folders lettered 
from A-Z, each tab to be of natural 
color and each tab is laminated with a 
heavy transparent plastic covering. 
This covering prevents tab breakdown 
and soiling. 

The alphabetical or numerically ar- 
ranged folders are used as miscella- 
neous folders. 100 file folders with five 
assorted colored and insertable tabs— 
red, lemon, green, pink, blue, in this 
order. Ample supply of white card- 
board inserts are included. 

These five different colored insert- 
able tab folders extending beyond the 

(Continued on Page 38) 
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Want to sell the farmer? 
Then use this CALENDAR 


ARMERS can be sold! 

Leaders of the asphalt and ab- 
bestos roofing and siding materials as- 
sociations, successful contractors who 
are active in the rural market, and man- 
ufacturers all give the same answer. 

The American farmer, after a sub- 
stantial number of the best years in 
history, has been spending money on 
improvements to his house and barn, 


and all the other buildings on a farm. 
Many some as 
much as 100 years old, had become 
quite dilapidated during the more than 
fifteen years of depression which the 
farmer knew. Today the farmer, having 
purchased the cars and many of the 
household appliances which he has so 
long desired, is investing in the future 
of his farm, by improving all its equip- 


of these homesteads, 


Left: Applying 
asbestos - cement 
siding to the wall 
of a huge barn in 
the tall corn 
country. 


ment and buildings, as well as in the 
comfort of his family by modernizing 
his home. 

The serious shortage of labor is no- 
where more evident than on farms, 
which have lost many able-bodied men 
to the cities and industrial areas, over 
a long period of years. The Korean war 
has taken its toll of the young men on 
the farm. In consequence, the farmer 
must devote the best part of his time to 
the actual duties of crop planting, har- 
vesting, dairying and the multifarious 
duties associated with getting out his 
income-producing crops, dairy foods, 
and animals. 

Opportunity is greater than it has 
ever been in the past for the applicator. 
The farmer has the money to pay for 
the application of new roofing and sid- 
ing and he hasn’t the time to put it on 
himself. The applicator who comes out 
to the farm, prepared to do a job, can 
be sure of a pleasant reception. 

It is important for the salesman and 
contractor who wants to sell to the farm 
market to remember that there are cer- 
tain times in the year when he can sell 
more readily than at other times. In 
periods when the farmer is busy with 
crops or other special duties around 
the farm he will not have time to listen 
to a sales talk. The farmer works ac- 
cording to a very definite calendar, 
which is as unvarying as the seasons 
that produce his crops. Certain crops 
must be harvested within a matter of 
days to make sure there is the minimum 
of spoilage. Similar problems are faced 


Photo Courtesy by the farmer the year round. Like 


S. Gypsum Co 
md The Business o 
Farming Magazine 


businessmen, the farmer has certain 
f . : : 
) periods during the year when he is 





more ready and able to spend than at 
others. The contractor must know what 
these times are. 

These are typical questions which a 
contractor might well ask about selling 
to the farmer: 

1. When shall I make an initial can- 
vass? 

2. When shall I send or simply leave 
literature for him to read at his leisure? 

3. When is it best to make that final 
sales pitch? 

To answer some of these questions, 
R. G. Breeden, Jr., Manager of the 
Insulating Siding Association, has 
given “American Roofer & Siding Con- 
tractor” a kind of rough calendar 
which, with certain exceptions, can be 
used in selling to most farmers in 
northern and central areas of the 
United States. Naturally there are dif- 
ferences for different kinds of crop 
growers and for different conditions of 
harvesting and growth in various areas. 

Mr. Breeden points out initially that 
there are rest periods and recesses, not 
only in the winter, but for days or 
weeks at a time during the planting and 
harvesting seasons. 

November and December are among 
the best months of the year to sell to 
the farmer, when he has money from 
crops jingling in his pocket. For this 
reason the calendar is presented in the 
November issue. However the follow- 
ing outline is based on the calendar 
year: 

JANUARY, FEBRUARY, 
MARCH. This is repair time for the 


farmer. He is mending fences, repair- 


Right: Asphalt 
re-roofing, asbes- 
tos re-siding, and 
modernization of 
buildings, have 
given the “new 
look” and longer 
life to this farm- 
er’s barn out in 
the grain belt. 


(Photo Couresy 

U. S. Gypsum Co. 
and The Business 
of Farming 
Magazine) 


ing machinery, working on his build- 
ings. It is seed buying time, and time 
to make thorough plans for vear’s crop 
planting. These months are a good time 
to call and make an initial canvass, 
weather permitting. The farmer has 
plenty of time to read literature, so even 
if, in many areas, storms and snows 


make actual visits impractical, promo- 
tional pieces and letters should be sent 
out. 

APRIL, MAY. The farmer now 
faces two of his busiest months. He is 
plowing, discing, planting and drilling. 
It is wise not to make initial calls dur- 
ing this period, or be careful to make 

(Continued on Page 36) 


Below: Left: Insulating siding showing a shadow lap has become mighty popular on the farmer’s home as well as out- 
buildings. Right: Asphalt shingle roofing helps modernize the old homestead. Note the asbestos cement siding which has 


also recently been applied. 


(Photo on the left Courtesy Insulating Siding Association; Right: Courtesy U. S 


. Gypsum Co. and The Business of Farming Magasine) 
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Photo blow-ups of roof 
repairs make business- 
getting window displays 


M°‘ IE stars hire expensive pub 
licity men to keep their names be- 
fore the public. Large companies have 
their public relations departments to 
keep people informed and interested in 
what they’re doing. In both cases, it’s 
good business 

It’s good business for you, too, when 
people know your name and learn what 
cuts down the 
amount of time you must spend in face- 
to-face selling, since part of that time 
is used to sell them on your company 
And it can bring 


you've been doing. It 


to create confidence 
in a good deal of unsolicited business 
Use your window for telling the pub- 
Just about the best 
thing you can put in it is a blown-up 


lic about yourself 


snapshot of a job you're working on 
a week 


have a 


Change these frequently 
month—and 
ready-made focal point for 


once 
or once a you 
the interest 
of passers-by. They'll stop and look be 
cause people automatically look at al 
most any kind of picture. They're in 
terested in how other people work, in 
the kind of work they do, and in the 
houses they have. They may be intet 
ested in re-roofing and re-siding, but 
hesitate to take the initiative, not know 
ing what it involves 

Put the photo in a free-standing 
frame in the window, add a caption on 
the bottom, so it looks like a news pic 
You don't 
have to be a professional writer to han 
dle the caption. Try setting it up as a 
and “Solution,” 


why new roofing 


ture, and watch them stop 


“problem” describing 
or siding was needed, 
and the installation problems, if any 
Then, for your solution, “We decided 
OU oc because i 
Tell where the 
owns it. 


building is and who 

Finish the caption with, “If 
| 

you haye a similar problem and would 








By R. L. WILLET 
Special to American Roofer 
& Siding Contractor 








like more details, drop 
We'll be glad to chat 


you're still working 


in or telephone. 
with you.” If 
n the job, add a 


AMERICAN ROOFER 


P.S.—‘Come on over and 
work.” 


watch us 


You don’t need a professional pho- 
tographer or expensive equipment to 
take the pictures. Almost everyone has 
a snapshot camera that’s easy to han- 
dle. Just make sure you get the whole 
picture framed in the viewer before you 
snap, that the sun is behind you or to 
one side where it won't glare in the 
lens, that you have enough light on 
your subject. Then hold the camera 
very steady and snap! 

Expense? Nothing that will break 
you. You can hive an 11” x 14” en- 
largement made of a black and white 
snapshot negative for less than a dollar. 
And if you want to go all out for spec- 
tacular color, you can have an 8” x 10” 
enlargement for $2.00. 

It’s all very easy. Any roofing and 
siding contractor can do it. It may not 
result in an enormous increase in busi- 
ness right away, just as the piece in the 
newspaper about an actress doesn’t 
usually bring her a new part imme- 
diately. But it’s something to remember 


(Continued on Page 32) 
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DESCENDANTS OF THE ANCIENT 
CONE-DWELLERS OF ASIA MINOR 
LIVE IN STONE DWELLINGS 
CARVED OUT OF ROCKY PERKS 
JUST AS THEIR ANCESTORS 
DID... THOUSANDS OF YEARS AGO! 
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for November, 1952 


HE marriage of overlap shingle in- 
sulating siding with either fiber 
board or exterior gypsum board sheath- 
ing now has the “blessing” of F.H.A. 
acceptance for new construction. 
Previously F.H.A. recognized only 
insulating siding applied over wood 
sheathing in insuring new construction 
loans. Broadening acceptance to include 
the popular fiber board and gypsum 
sheathing materials adds tremendously 
to the potential market for insulating 
siding in the new construction field. 
The use together of these outstand- 





FHA accepts insulating 
siding over fiber or 
gypsum on new homes 


ing products results in a sidewall that 
offers many advantages over any pre- 
vious combinations. The possibilities for 


sts 


7 


» 
> 
{ 


J COPPER OR, ALVMINUM ©) 
TWIT NAILS TO JECURE td 
‘VERTICAL JOINTS SETWEEN STUDy . 
l DE TWi/T CLINCHED ON, 

If JHEATHING BEFORE Met oe 
FINISHED. IIS oo OF ine 

: ahee we 


The diagram at the top, made from the 
originally approved blue prints shows In- 
sulating Siding over Insulation and Ex- 
terior Gypsum Board Sheathing. The 
Diagram at left is a Cross Section show- 
ing Twist Nail at the lower left corner 
of an Insulating Siding Panel. The Nail 
Twisting Tool is a recent development. 


lower constructing are much 
greater than when either of the three 
materials was used alone in combina- 
tion with another sheathing or siding 
material. 


costs 


A year ago, shortly after the overlap 
shingle pattern was accepted for new 
construction when applied over wood 
sheathing, the Insulating Siding Asso- 
ciation made a survey of sidewall con- 
struction costs in the Chicago area. This 
survey showed that the average cost of 
installing insulating siding was 35 per 
cent lower than beveled siding; 37 per 
cent lower than double course stained 
wood shingles ; 42 per cent lower than 
concrete block, and 50 per cent less 
than brick veneer. 

5% to 10% Savings 

Now that F.H.A, will accept insulat- 
ing siding installed over fiber and gyp- 
sum board sheathing, the savings will 
be five to ten per cent greater than 
these figures, the Association estimates. 
Add to this saving the increased in- 
sulating value received from fiber 
board, or the fire-retarding property of 
gypsum board and you have a package 
that is extremely attractive to any 
builder or roofing contractor specializ- 
ing in low cost, quality construction. 

The new F.H.A. Use of Materials 
Bulletin No. UM-12 covers the appli- 
cation of insulating siding in new con- 
struction. It describes the methods of 
testing, design, insulating value and 
application methods acceptable to 
F.H.A. 

A new method of nailing insulating 
siding to fiber or gypsum paved the way 
for F.H.A. acceptance. Ordinary nail- 
ing was considered satisfactory except 
when a vertical siding joint fell between 
studs. These nails would pull out of the 
comparatively soft gypsum or fiber if 

(Continued on Page 34) 











Plastic siding is 
now on the market 


\lex Shmitt of Lumaside, | 
Milwaukee 


the development ot 


has been re sponsible 


severa nnovation 
n siding application, an entirely nev 
siding and a blind nailing met 
application. He has also devel 
clincher that completely eliminates th 
exposed nail 
Mr. Shmitt’s 


latest inventio1 


however, prove to be his mo 
to the siding 


Shmutt has 


stantial contribution 
Mr 
marketing a_ white 
that 


and is claimed to be an all 


dustry put out and 


insulating panel 
contains materials 


] 


plastic sid 


nonasphalti 


le name of Vitraside 
was «le 


ing, under the tra 
The new “plastic siding 
1 after 


experiments. 


velope a | mg series ot labora 


tory [The manufacturers 


now believe they have a siding whi 
set forth 


] 


meets the rigid specifications 


by the various building trades, an 


will sell to the man in the street 
The siding has a th ungranu 


lated plastic surface. It is a wiute 


smo 
plas 
tic, embossed in a linear pattern, fused 


insulated board designed espe 


cially for compatibility with the var 


to an 


ous plastic components used to pro 
duce it. It is applied in panels 10” x 
$8 and 3%” It has an over-lap 


ping panel which creates a 


long 
shadow 
line and at the same time an air space 


which is claimed to be a natural bar 
rier against condensation 

After testing by the Pittsburgh Test 
ing Laboratory the new plastic siding 
showed 0.0038 grams per 
timeter in a 44 hour absorption test at 


Fahrenheit. A 


square cen 


68 degrees twin aré 


weathering ma 
for over 500 
ler 


aence of de- 
siding’s re- 
has the 


mitt 


The house at the left was re-sided with 
the newly developed plastic siding by 
All State Home Improvement Co. of 1341 
N. 3rd St., Milwaukee, Wisconsin. Dia- 
gram at top shows cross-sectional view 
of the three different material coverings 
of the nonasphaltic materials which make 
up the new siding. 


evidence of a recent fire in his plant. 
The siding on the plant building did 
not burn, and the siding inventory 
which was stacked in the plant failed 
to burn as well. All the “I” beams in 

(Continued on Page 32) 


Porcelain enamel steeple 
is erected in Alabama 


of Wal- 


which specializes 


ger ( poration 


issachusetts 
new uses for porcelain 
come up with another first 


vatings for ar- 


ceTa 


1 
| WOTK 


time it is a porcelain enamel 


steeple, 14 stories hig 


which 


been completed for the Central 
Baptist Birmingham, 


} 


urch in the 
cially-designed steeple, built 
to the specifications of ar- 
awrence M. Whitten of Bir- 
e first steeple ever to be 
by porcelain enameled 
According to Robert A. Weaver, 


Ir., president of Bettinger, 


gham, is tl 
covered entirely 
steel 
the use of 


ntinued on Page 27) 


Right: Porcelain enamel church steeple 
in Birmingham, Alabama is first of its 
kind ever built in the United States. It 
is 14 stories high. 
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Rugged dependability of contractor 
in Maine brings steady business 


“(\BSERVING the Golden Rule is 

a pretty good way to operate,” 
according to Forrest L. Janelle doing 
as the Hulse Roofing Com- 
pany in Portland, Maine. His substan- 
tial 1926 and 
maintained depression 
years, the war and post-war periods 
is accurate his 
operation. 


business 


business established in 
through the 


proof of successful 

Mr. Janelle learned his business in 
Massachusetts, starting in 1923, so he 
really had something to offer when he 
actually pioneered in the re-roofing and 
siding business in Maine in March 
1926. In 1934 he took over the other 
half of the business from Mr. Hulse 
who liquidated his share at that time. 
Mr. Janelle successfully centralized the 
three locations of Lewiston, Augusta 
and Portland under the Portland office. 

To say that he “pioneered” is no ex- 
aggeration. To be sure there were no 
Indians to combat as in the case of the 








By J. FRANCES HAPGOOD 
Special to American Roofer 
& Siding Contractor 








covered wagons rolling West, but to 
sell a new idea to a conservative Yankee 
takes strength and fortitude. Money is 
too hard to “come by” in Maine, to let 
it slip easily through one’s fingers, so 
it took work, house-to- 
house door bell ringing to get started. 
Before Hulse Roofing Company, side 
walling was unknown in Maine. Mr. 
Janelle put on the first sidewall in 
Maine on a house on Brackett Street 
in 1926, and, (proof of his workman- 
ship) put another one on for the same 
owner on the same street, in 1952. His 
third job was in 1926 and is still in good 
condition. 

Mr. Janelle did “all the missionary 
work” in the beginning he says, never 
overlooking an opportunity for any type 


“grass roe ts” 





Special Cold Weather Ad Draws 


Fall Roofing Business 





COLD WEATHER IS COMING! 


TIME GROWS SHORT—DO IT NOW 


For Drives, 
Terraces 


and All Home 
ALTERATIONS 





CALL FOR ESTIMATE 
* GIL AND GAS 
FURNACES 


DE, 7270 or BE, 5575 i 


FHA Financing 
36 Months to Pay 








L. Beiring & Son, roofing contrac 
tors, 281 Clark St., Kenmore, N.Y., 
gave considerable stimulus to Fall roof- 
ing business with a timely newspaper 
ad at the beginning of the cool weather 


period. 


L. BEIRING & SON, General Contractors 


281 CLARK ST., KENMORE (cee! 





Art work in the ad featured the word 
“Roofing” inscribed on the roof of a 
house. Caption read: “Cold weather is 
coming. Time grows short. Buy it 
now.” Interested persons were invited 
to call for an estimate 


of promotion, but finally sifting out and 
levelling off to a moderate amount of 
advertising in newspaper and direc- 
tories throughout a radius of 50 miles 
of Portland. He started with a large 
group of salesmen, systematically re- 
ducing the number as the business in- 
creased, thereby cutting his overhead. 
Today he has no salesmen. He feels 
that an established business profitably 
operating with a comparatively smaller 
overhead saves him the headaches of 
twice the volume, and the same actual 
percentage of profit is made. 

His “missionary work” included an 
exhibit in the Better Homes promotion 
in its early stages, with a somewhat less 
tangible result in business than that 
obtained by his “direct hit to home 
owners,” accomplished by extensive. 
mailing campaigns conducted by his 
able office manager, and life time part- 
ner, Mrs. Janelle. 


No Salesmen 


It is evident that Mr. Janelle’s phi- 
losophy, “the satisfied customer is 
man’s best ad,” pays off, for today he 
has no salesmen, and no mailing cam- 
paigns are conducted. “I aim to live up 
to the guarantee given, and go out of 
my way to see that my entire staff 
does,” he says. “I owe my success to 
my selling experience, reliability and 
the use of only the best products made 
by the best manufacturers, applied in 
the best way. I guarantee a roof for 10 
years.” 

Labor problems are easily sur- 
mounted by Mr. Janelle because of his 
foresight in preventing them! He be- 
lieves that well treated employees pro- 
tected by compensation, having a steady 
weekly income, are happy satisfied em- 
ployees, and the fact that he has some 
men with him now who started when he 

(Continued on Page 34) 
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NOW is the time to sell 
the small town home owner 


eight homes in a 
2.000.000 


NE out of every 
survey of than 
homes 
1951. 


The figure above should be amazing 


more 
small had new roofing 


put on in 


town 


to every roofing and siding contractor 
that these 
small towns are putting on re-roofing 


It means homeowners in 


Stoday at a much faster rate than the 
) currently accepted rate of obsolescence 
that 
jshould have had new roofing put on 
after about 15 years, did not, and they 


Sit means many homes which 


Bare getting it to-day, along with the 
other homes that are coming to need 
} roofing as each year goes by. It means 
is at last 
catching up with neccessary improve 


that the homeowning public 


ments, because the mortgage is paid 
off, or is taking care of itself very 
nicely thank you, and there is the 
money available to make the improve 
ments. Finally, it means that the con 
tractor had better hustle to get that 
business while the getting is good 

5.5% Had Outside Walls Insulated 
And here’s another figure 
More than one in twenty (5.5% of 
these 2,000,000 and some odd families 
walls during 
ncludes 
insula 


had outside insulated 
1951. This figure undoubtedly 
siding, 


probably 


insulating 
tion, 
[his is a large figure, for it includes 


sprayed-on 


and asbestos siding 


some 115,500 homeowners. However 


the percentage of it which is actually 
small, or 


le insula 


siding may be quite non- 


existent, since it must inclu 
ting material blown-in or placed be 


hind the exterior wall 


Why the discrepancy (if it is a dis- 
crepancy) between siding applied and 
roofing ? Perhaps it lies in another in- 
teresting figure: More than one in five 
of these homeowners had the outside 
finish of their homes painted in 1951. 
Is the 


applicator letting a wonderful 


opportunity get away to competitive 
paint products because he has not been 
aware of the potency of the small town 
and rural non-farm market? Has the 
contractor and in turn the manufac- 
turer done a good enough promotional 
and advertising job in acquainting the 





INSULATION 
Any 
Ceiling or Attic Floor 
Outside Wall 
Roof 


SIZE OF TOWN 


Under 1,000 

1,000 to 2,500 

2,500 to 10,000 

10,000 to 25,000 

25,000 to 250,000 

Over 250,000 
Total 





Percent 


SUBSCRIBERS REPORTING 
Now Have New In 1951 


Number Percent Number 


49.5 
36.2 
29.5 
18.4 


1,039,500 
760,200 
619,500 
386,400 


9.8 
6.9 
5.5 
3.6 


205,800 
144,900 
115,500 

75,600 


25.0 
18.7 
23.1 
13.3 
16.7 
3.2 
100.0 


29.5 
16.9 
24.1 
12.7 
14.7 
2.1 
100.0 








In the charts above Capper Publications’ Household Magazine shows the per- 
centages of its 2,100,000 subscribers who are in communities of various sizes. 
Note that over two-thirds are in towns of 10,000 or less. In top chart percentage 
of readers who now have any insulation is shown as less than half, yet about 
10 per cent had insulation of some kind installed in 1951! 





1952 


for November, 


In communities 
under 10,000 
re-roofing is 
booming, survey 
shows 


with the fine 
siding products now available? 
The homeowners referred to in this 


small town homeowner 


survey are people who largely reside 
in towns of less than 10,000 popu- 
lation in non-metropolitan areas. In 
any case 70% of the 2,100,000 circu- 
lation of “Household Magazine”, a 
Capper Publication is from such towns. 
Another 28% of these families live in 
non-metropolitan towns of from 10,000 
to 250,000. 

“Household Magazine” conducted 
this survey to show what a good mar- 
ket it is for repair and improvement 
products addressed to this selected 
group of homeowners, as well as for 
the numerous other products that are 
sold for the home. 


Lucrative Market 

That it is a lucrative market can be 
seen from the fact that 78% of these 
subscribers own the home they live 
are the owners of 
their own businesses. The applicator 


in, and some 36% 


who is not going after this small town 
business is missing a very good bet! 

As to insulation, it is an interesting 
point that only about half of those re- 
porting have any insulation at all. Yet 
10% of the total had put in some in- 
sulation during 1951. Here too, there 
are lucrative opportunities which must 
be grabbed, now, while the grabbing 
is good 

It appears as though the small town 
market, once very much neglected, is 
now getting the benefit of a tremen- 
dous campaign turned its way, and is 
responding in great numbers. The en- 
terprising roofer and siding contractor, 
and repair and home modernization 
man “who gets there fustest with the 
mostest” is going to get the business, 





Yes 

One Cdut 
Two Coats 
Not Stated 


No 





‘The outside finish of our home was PAINTED in 1951”’ 


“Based on 2,062 answering question 


**Our ROOF was covered with New Roofing in 1951”’ 


*Based on 2,031 answering question 


SUBSCRIBERS 
REPORTING 


Percent® Number 


22.2 466,200 
8.6 180,600 
12.3 258,300 
1.3 27,300 





77.8 1,633,800 


SUBSCRIBERS 
REPORTING 


Percent® Number 
12.7 266,700 
87.3 1,833,300 











The two charts above, reproduced from Household Magazine’s report on 
the small town market show that better than one home in five had paint 
jobs done in 1951, while about one home in eight had new roofing applied 
in that year. As the Capper Publication survey indicates here is a lucrative 
market for roofing and siding applicators. 


now, while it is waiting, eager to be 
sold. If it isn’t done this year it may 


not be there next year—because some- 
body else got there ahead of you! 


Local Association Emblem Steers 
Business To Roofer Members 





LOOK FOR 
THIS SIGN 





Members of the Manitoba Roofing Contractors Assoc. are experts 
at roofing and siding work and have the i 
to handle your job with efficiency. 


WHEN YOU 
TELEPHONE 





peri & equip 








Association’s emblem is carried by all members in local newspaper ad- 


vertising 


The Manitoba Roofing Contractors’ 
Association is employing institutional 
newspaper advertising to steer business 
to its members. 

The association spots periodic ads in 
a Winnipeg, Man., paper, carrying the 


group’s emblem and the caption : “Look 
For This Sign When You Telephone.” 

Copy reads : “Members of the Mani- 
toba Roofing Contractors Association 
are experts at roofing and siding work 
and have the experience and equipment 
to handle your job with efficiency.” 


NET 


se 
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WHAT'S NEW? 


Equipment—Booklets—Practice—Materials 


Multi-Purpose Roofer’s Cart 
Cleasby-W ittig Company has imtroduced a 

new multipurpose roof stated 

to be a way t 

transport insulation. It will handle 10 

or more rolls of 15 pound felt per load, 

at the 


art which is 


time-saving, money-saving 


roof 


same time, move easily 


\ flick of the toe, says the 
locks or unlocks the brakes 
The cart may be used for moving as mucl 
as six buckets of “hot stuff” at time 
Specially designed slash plates prevent the 
asphalt on 


manutacturer 


one 


wheels and 


accumulation of 
brakes 


True White Shingle 
that is I 
been added to two lines by 

Mig 
shingles 


Rooting 


has 


true white ‘ 
The 
210% 


roo! 


no gray 
Philip Carey 
Thick Butt 


ing are 


Company. Carey 
and 904 Lestile 
now available i new pure 
white 


Carey 1 


e 


produces both roofins in a wi 


range of colors for architects 

Noll roofing of 
Red, Velvet Black, 
Atlantic Green 


addition t 


and home 

fers Tile Red, Royal 
Midnight Black, Dixie Green 
and Slate 
bright white 
ing 
of a 
Red 
Blend, 


builders 


Green in 
Thick 
with 

are 


new 


vf blends provid 


butt roe 
the 
available in Fe 
Blend, New 


Greentone and 


harmony natural surrounding 
home 
Blend, 


Graytone, 


rest Greet 
Harvest 


White 


Canyon 


« * 


New All-Purpose Roof Coating 
An improved roof coating readily applied 
by brush has been introduced by the Illinois 
Bronze Powder The new prod 
called Ruf-Top is stated to be a thick 
rubbery aluminum mastic which unlike or 
paint or 
never cracks, peels or washes off. It 
the 


Company 
uct 


dinary other protect coatings 


is nota 


paint, say manufacturers. Furthermor« 


deep, pene- 
protection tor 
One application 
moisture, pre- 


the manufacturer states that its 


trating action affords lasting 
walls or surfaces 
promptly 
vents dripping 

Ruf-T 


of heat 


roofs, 


stops leaks, repels 
yp’s silver 
and light 

building up to 15‘ 


finish reflects up to 75% 
rays with 
cooler in sum 


Roofs coated 
it keep a 
and up to 15 


warmer in winter, stated 
Bronze Powder Company. 
* * > 

Folding Aluminum Scaffold 

An inn iminum = scaffolding 
Patent Scaffold 
Ir The new product known 
a-Way” Scaffold, is a folding alu- 
mum ré scaffold designed for easy 

1 and carrying. It is offered in addition 


to the manufacturer's line of 


vation im al 

ounced by The 

Company, 
“Fold 
mit ling 
aluminum sec- 


ing scaffolds 























made up of 
frames hinged in 
sideways 
than 90 
erect or 


opens 
» member inging more 
This man to 

the bs while standing 
danger 
luring erection. 
t th 


eres ne 


prevents 


base sec- 
interme 
pre assembled, 





If further information is desired 
about articles appearing in the 
pages of this magazine send a card 
or a letter to the editorial depart- 
ment. 








have no loose parts, and unfold as described. 

“Fold-A-Way Scaffold includes an inter- 
nal stairway for ascension and adjustable 
“Lokt-Ring” legs on the base section for 
use on uneven footing. For moving the scaf- 
fold after erection, the legs are fitted with 
casters, which have a simple lever control 
for locking both wheel and swivel securely. 
Coped joints are fully welded for maximum 
strength, and adequate bracing is 
insure rigidity. 


used to 


These 


in base 


lightweight scaffolds available 
full and half intermediate 
sections and guard-rail top sections, permit- 
ting them to be built up to required heights. 
Where desired, “Fold-A-Way” Base sections 
may be fitted with intermediate or top sec- 
tions of standard aluminum rolling scaf- 
folds without adaptation or adjustment. 


are 
sections, 


* * * 


Crawl Space Slab 
Waterproofing 


The recent wide-spread trend toward base- 
nentless houses in this country has created 
for the construction industry a highly im- 
portant problem in connection with the so- 
called “crawl space’—that is, the space 
between the raised floor of the basementless 
house and the ground. The problem is that 
of controlling the rise of moisture from the 
ground so that the underside of the struc- 
ture will not become rotted and adequate 


(Continued on Page 32) 
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Producers’ Council to Publicize 
Facts About 
Building Materials 

The Producers’ 
zation ot 
will 
next 


Council, national organi- 
building products manufacturers, 
direct its attention during the 
year to factual information 
about the proper uses of new and improved 
building materials to other branches of the 
construction industry, according to an an- 
nouncement by Elliott C. Spratt, the Coun- 
cil’s newly elected President. 

“The aim of the program is to help reduce 
the cost and improve the quality of construc- 
tion by architects, builders, 
tractors, and distributors how to utilize most 
efficiently the host of varied products now 
on the market,” Mr. Spratt said. 

“The factual will be disseminated 
through informational meetings, products 
displays, films, literature, and in 
other ways. 


major 
giving 


showing con- 


data 
technical 


. * © 


Smith’s Hoist and Mfg. Co. 
Builds Addition in Michigan 


Smith’s Hoist and Mfg. Co., has built a 
modern, new 40 x 100 addition to its plant 


Smith’s Hoist new building addition. 


in Cassapolis, Michigan. The company an- 
nounced that increased sales necessitated the 


¢€xpansion. 
* * * 


T. J. Kinsella Named President 
The Barrett Division 


Mr. T. J. Kinsella, who has been in charge 
of the Barrett Division of Allied Chemical 
& Dye Corporation as Executive Vice 
President, has been appointed President of 
that Division. 

Mr. Kinsella came to Barrett in January, 
1947, prior to which—from 1941 to 1947 

he was Price Executive of the Industrial 
Machinery Branch, Office of Price Admin- 
istration, as well as O.P.A. representative 














War Procurement Policy Board. 
Washington experience, 
conducted his own auditing 


N. Y., and served as 


on the 
Previous to his 
Mr. Kinsella 


practice in Albany, 


T. J. KINSELLA 


Assistant Professor of Commerce at Al- 
bany State College. He has M.A. and Ph.D. 
degrees from Clark University, Worces- 
ter, Mass., where he held graduate fellow- 
ship and assistantship from 1930 to 1932. 
Before his graduate work, Barrett’s presi- 
dent spent two years in the DuPont Fabri- 
koid plant at Newburgh, N. Y. 


~ > * 


Globe Expands 
Warehouse Facilities 


In another step designed to expand facili- 
ties and to further 
ice, Globe Roofing 


increase customer serv- 
Products Co., Inc., is 
installing a tiering system of warehousing 
their roofing products. 

Through an ingenious method of pallet 
tiering Globe will be able to stock to the 
rafters without fear of harming bottom 
layer roofing materials. In stocking asphalt 
shingles, alone, Globe will more than triple 
storage space. 

The purpose of this expansion in storing 
facilities is to enable Globe to carry a vastly 
increased inventory of roll roofings, asphalt 


shingles and a complete line of colors and 
products. This will greatly expedite service 
to their trade and minimize production- 
scheduling problems. When this tiering sys- 
tem is completed, almost any color in any 
product of Globe's extensive line will be 
“on the floor” and ready for immediate 
shipment. 
* * * 


Hoffman Co. Acquires 
Rights to 
Eierman Roof Scraper 

The Hoffman Company, 43 N. Penn St., 
York, Pa., has announced the acquirement 
of the Davis Metal Scraper Co., 102 E. 
Market St., York, together with all manu- 
facturing and sales rights to the patented 
Eierman floor and roof scraper which the 
Davis Company has been producing for the 
past several years. 

The product will be re-named the “Kwik- 
Up” Floor and Roof Scraper, a trade name 
of the Hoffman Company, and will be mar- 
keted through existing Hoffman distribu- 
tor and dealer outlets. A few minor improve- 
ments will be made in the product but the 
line will remain substantially the same. 


* + + 


Littleford Appoints Pavlov Co. 
Dealers in Phila. Territory 


Pavlov Equipment Company has been ap- 
pointed a new dealer in Philadelphia and 
surrounding territory for Littleford Broth- 


ers, Inc. Headquarters for the company 
which will sell the Littleford line of roofing 
equipment as well as other products have 
been set up at 846 E. Chelten Ave. in Phila- 
delphia. 


* * + 


J. A. (Doc) White Heads Sales 
For Chase in Richmond Area 
Mr. R. N. Conners, General Sales Man- 
ager for Chase Bag Company has announced 
the appointment of J. A. (Doc) White. 
Chase has opened a new sales office at 6009 
West Broad Street, Richmond, Virginia, and 
Mr. White will supervise sales for the com- 
pany in the Virginia-Carolina area. He will 
handle sales of the complete line of products 
manufactured by the Chase Bag Co. 


. > + 


J-M To Develop 
African Asbestos Mine 


Johns-Manville, which operates two as- 
bestos mines in Canada, one of them the 
world’s largest, has announced plans for 


(Continued on Page 28) 
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COPPER IS AVAILABLE IN 


“RIVAL” AND “FITRITE” STRAPS 


All styles also made in zinc. 
“Fitrite” 3” jr. made in aluminum 


All zinc straps can be used on aluminum 
and stainless steel (no electrolytic action) 


SOLD THROUGH JOBBERS ONLY 
Write for Folder and Free Samples 


RIVAL STRAP CORP. 
308 W. 20th St. New York 11, N. Y. 





“FITRITE” 
3-WAY CLAMP 


A NEW VISE-GRIP MADE EXCLUSIVELY FOR US 


Throat 356” deep Jaws 342" x “2 
Designed for BOX LOCK of ventilation 
duct. Can be used as SHEET METAL 
CLAMP and as WELDING CLAMP. 


Price — $3.55 


ADJUSTABLE PIPE 
SNOW GUARDS 


“Fitrite”’ “Protector” 


~ 
3 Pipes %" 1.P.S 
Bronze ond Gol 
vonized for all 
types of steep 


2 Pipes 4%” LPS 
Bronze and Galvan- 
roofs—slate, tile, 


Shed on enn ted ized, installed on 
meta! oes old roofs without 
position removing siete 


ALUMINUM 
MOP HANDLES 








’ 
Light weight. Outlasts wood 


many times. Unbreakable, eco- 
nomical. Will not burn! 


Write Dept. “R” for catalogues 
and prices. To protect Trade, 
please use your printed stationery. 


DAVID LEVOW "Sssijon 
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Nailing It Down 


(Continued from Page 13) 


one region are being asked to come to 
two conventions barely a month apart, 
and covering fundamentally the same 
products. 

Situation 


In such a somebody is 


bound to get hurt. Contractors who 
find it more convenient to make one 
ing to take time 
Some exhibitors 


convention are not g 
out to go to the other 
will find it expedient to stay with only 
one show. Manufacturers who feel it 
incumbent upon them to have booths 
at both shows will resent the doubled 
the same audi- 


Attendance, while it may be 


costs aimed at reaching 
ence. 
greater in over-all, is bound to suffer 
it each show, in comparison with pre 
vious shows 

And what of next year? There are 
bound to be duplicate expositions 11 
the major areas. The thing is apt to 


develop into a cat-and-dog fight, ruin 


ous to both fine organizations. Ul- 
timately this rivalry can only be harm 
ful in the field, for neither roofers nor 
manufacturers will long support rival 
territories 
ground at the 


expositions in their own 
which cover the same 
same time 

National 


\ssociation has 


The headquarters of the 
Roofing Contractors 
been and continues to be in Chicago 
It continues to draw its major strength 
from mid-western states, with some 
assistance from the southwest, and a 
few southeastern regional associations 


The membership assets of the National 


tablished Roofing, Siding and In 


sulating Contractors Association are 
in the populous east and in New Eng 
land. Obviously each of the associa 
tions merit in its rival 
Witness th hang in name 
the last \ few vears ago 


NRCA was known as the 1 


t enizes 
ecognize 


during 


ite 


en 


it became the Natior 


Ny 
Roofing Contractors \ssociation | 
( 


Roofing 


\ssociation, a change which 


on 
tractors 
gave it confusingly similar initials to 
NERSICA But until this year 
NI RSI¢ \ carried the name of the 
region where it had its greatest initial 
Northeastern 
ing and etcetera. Now it too begins 
word National. 
two separate, similar 
TIONAL organizations 
NRCA has been the 


uilt-up 


strength Roofing, Sid- 


So we have 


named NA 


with the 


Traditionally 
nd composition 


roofers, along with some sheet metal 
contractors. Just as traditionally 
NERSICA catered to the steep roof- 
ing and siding, home insulation, and 
combination window segments. In re- 
cent years. both groups have shown 
an interest in tne chief products of the 
other outfit. 

The organizations should now come 
to an agreement not to infringe on 
each other’s territory, while learning 
about the products in which the other 
is more expert. There is enough for 
all, and room for shows in the various 
regions, if they are spaced far enough 
apart both geographically and time- 
wise. 


* * * 


The theme of this month’s issue of 
“American Roofer & Siding Contrac- 
tor” is essentially one of home im- 
provement and repair in smafl towns 
and on farms. Our good friends and 
readers will find the most complete 
article we have carried in years on 
selling the farm market, on our feature 
pages. There is a report of a survey of 
homes made largely in the under- 
10,000 population, non-suburban _ vil- 
lages and towns of the United States. 
The report makes interesting reading 
to contractors who are seeking to 
broaden their market—and who isn’t? 

But aside from remodeling and re- 
pairing there is another article which 
is fundamentally news, news about 
something which should give added 
zest to the selling job of the contrac- 
tor who handles insulating siding. This 
article tells how insulating siding paced 
over two other materials besides wood 
sheathing has been accepted by FHA 
construction purpose. The 
market possibilities are obvious. 

Now along comes “Practical Build- 
er,” with an editorial by its Editor- 
Publisher, Harold H. Rosenberg, 
urging more concentration on remod- 
eling and modernizing. “I am sure,” 
savs Mr. Rosenberg, “that the time 
is not far off when the business of 
remodeling, expanding and modern- 
izing will be larger than new home 
construction.” 

The editorial asks the reader to con- 
sider the following facts: 

We've built more small, 
minimum homes in the last 6 
years than ever before in our 


for new 
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history. 

More young people own 
homes today than ever before. 

Since they’ve moved into 
their homes, the families of 
these young people have in- 
creased by perhaps 10,000,000 
babies. (There were almost 
4,000,000 babies born just 
last year. ) 

This means millions of fam- 
ilies are rapidly outgrowing 
the houses we built for them. 

And so the opportunities can be seen 
to lie everywhere. They need but to be 
followed up by alert and aggressive 
sales staffs. 

* * * 

Good articles are in store for our 
readers during the coming months. 
The Transcript of the successful Built- 
Up Roofing forum at the last Nersica 
show has been finally made available. 
Word has come that the necessity to 
add pictures slowed up the prepara- 
tion of the transcript in its final edited 
form. However, the material which is 
now available for publication is of a 
very high order indeed, and should 
provide large amounts of new infor- 
mation about built-up roofing problems 
for our readers 


Porcelain Enamel Steeple 


(Continued from Page 20) 


porcelain enamel in the project has 
opened up an entirely new field for the 
material by revealing the practicability 
and cheapness of porcelain enamel as a 
building material 

“A good many lessons were learned 
in the course of building the steeple for 
the Central Park Baptist Church,” Mr. 
Weaver said. “We found that not only 
was porcelain more decorative from an 
architectural point of view, but also 
that you could do as much with por- 
celain as with other materials at less 
cost. 

“For instance, the porcelain used for 
the steeple’s facing weighed only three 
pounds per square foot. This made it 
possible to construct a far less expen- 
sive base structure than would have 
been necessary to carry the load of 
heavier materials. Moreover, additional 
savings will be forthcoming as a result 
of the permanency of the porcelain 
itself. Porcelain requires no repair or 
replacement at all, and this will elimi- 
nate one of the largest items in church 
maintenance.” 

The steeple is 147 feet high. More 


STANCE BETWEEN TWO POINTS 


THE SHORTEST DI 


~~ 1s COMPLETE LINE 


NOW... 

A COMPLETE LINE 
Old American 
assestos—cement SIDEWALLS 
end ROOF SHINGLES 


Take your choice of these 
practical, attractive and 
economical sidings and 
roofings, made of fire 
and weather resistant 
asbestos-cement, to 

meet every need. 


TRADITIONAL 
SHINGLES 


..faithfully duplicate the 
mellow beauty of season- 
ed wood ... at lower cost. 


HEXAGONAL 
SHINGLES 


... have attractive hexago- 
nal shape that takes less 
labor and material to apply. 


DUTCH LAP 
SHINGLES 


..combine wood - textured 
beauty with charming 
Dutch Lap Design.The side 
and headlap method of ap- 
plication gives full weather 
protection with economy 
of labor and material. 


STRAIGHT EDGE 
SIDING 


«Styled to the long, low lines 
of the modern ranch type 
residence...wood textures. 


WAVELINE SIDING 


«-wavy-edge shadows add depth 
and pleasing appearance. Attract- 
ive wood-grain texture. 


COLOR-TEX SIDING 


..-with the really natural look that simulates 
the charm of expensive wood shakes...express 
es the modern trend to color and texture. 


ONE 
For FREE Toll] a: 
Catalog Sheets, and Sales Literature CONVENIENCE 
Write Today to- 


Old American Roofing Mills 


E. St. Louis, tl, Salt Lake City, Uteh Fort Worth, Tex. 








Kansas City, Mo. 











YOUR PROFIT$ ON EVERY 
DOUBLE Roofing and Siding Job 
Stan-Gard Pigeon and Bird Repellent 


Easily sold along with your regular jobs. 
e Every job a prospect ¢ No maintenance 
e Easytosell e¢ High mark-up 
e Double your profits on each sale 
Write today for complete details 


THE STAN-GARD PIGEON & BIRD REPELLENT CO., INC. 


380 Audubon Ave. New York 33, N. ¥. 





WAdsworth 7-3300 








CORKBOARD 


INSULATION 


STEAM BAKED — 
Meets Federal Specs. SHHC 561B 
Our CORK INSULATION Offers 
you SAVINGS and top QUALITY. 
Heavy cartons protect against 
breakage in transit. 
RECTOR Corkboard is equal 
to the best board made. 
Used successfully in 
United Nations, N. Y. C. 
Board of Transportation, N. Y. C. 
Ballantine Brewery, N. J. 
Meadowbrook Hospital, L. I. 
Pratt & Whitney Hamilton Plant, 
Conn. 
AND MANY OTHERS 
for SAVINGS contact 


RECTOR MINERAL TRADING CORP. 
16 E. 43 St. N. Y. 17, N. Y. 
Phone: MU 2-7912 
Factories in Portugal and Spain 


Rector Insulations 


AT YOUR BUILDING SUPPLY HOUSE 


this building owner says t 


K. F. APPLICATORS 


and other modern, 
up-to-date equipment and 
methods ‘‘sold’’ me on 
the contractor who roofed 
my plant I'm no 
expert, but I'd say I got 
an excellent job 


in record time 


J\/ 
avi 
Temple City, Calif. 





than 11 tons of porcelain were used in 


its construction, including four por- 
feet in 
the 
soft 


a mat finish 


celain urns nine 


The 


steeple itself is covered with a 
I 


measuring 


height. main structure of 


gray-tinted porcelain with 
finish matches 
the 


to reduce sun glare. 1] 


the limestone facade of church. 


The curved sections of the steeple and 


the spire are tinted a soft green 
[In its pioneering work on the church 
novel 


steeple, Bettinger developed a 


production method which helped to 
overcome the engineering problems 

J. A. Strum, Bet- 
supervised the 


faced on the job 


tinger’s engineer who 


project described the production sys 
tem as follows 

“Full size patterns were made of all 
straight sections, and full-size mockups 
of all curved sections 
ill interlocking to prevent leakage. The 
curved sections and spire were done 
with a effect 
mus problem, since 


corners changed with each course. This 


The panels are 


shingle and created a 


seri the angles at 


was overcome by fitting the metal to 


the mockups 


‘All this extra work paid off in the 
actual construction. Of the 910 pieces 
used in the 


of porcelain facing of the 
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steeple, not one piece had to be cut 
or filed on the job.” 

To withstand wind strain, the por- 
celain enamel facings were braced to 
the main steel structure with bracing 
made by Bettinger and covered with 
enamel to prevent rust. The porcelain 
facing was on 16-gauge enameling iron 
and the bracing channels were made 
of 14 gauge enameling iron, Mr. Strum 
said. 
the 
installation of air conditioning equip- 
ment in the base of the steeple with 
free access to fresh air through the 
louvered section of the tower. 


Another novel innovation was 


News 

(Continued from Page 25) 
the immediate development in Africa of a 
third asbestos mine. 

The new asbestos ore properties are lo- 
cated at Mashaba in the Victoria District 
Rhodesia, about 200 miles 
Salisbury 120 miles 


of Southern 


south of and east of 
Bulawayo. 

The project is part of Johns-Manville’s 
long range program to maintain adequate 
supplies of asbestos ore for many years to 
come, according to A. R. Fisher, President. 


PARALASTIC’ 


CAULKING COMPOUND 


For perfect working charac- 


teristics . . . weatherproofing, 








waterproofing and best sealing . . . 
try PARALASTIC! 

And for perfect color match- 
ing or blending . . . ALUMINUM — 
BRILLIANT WHITE — NATURAL — 
GRAY — GREEN —CREAM — 
BROWN — BLACK... 
pastel colors to match new asbestos 


and in all 


and insulating siding . . . use 
PARALASTIC! 











SOLD BY 





*Reg. U.S. Pat. Off. 


LEADING JOBBERS! 


IT ISN'T INSULATED UNLESS IT'S CAULKED 
PARALASTIC PRODUCTS CO. INC. 


322 CAST 4204 ST., MEW YORK 17, M. Y. 


Bridgeport, Ohio 
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Flintkote Appoints 


B. A. Tompkins, Jr. Ass’t Mgr. | 


Central Sales District 


The Building Materials Division of 
The Flintkote Company announces the 
recent appointment of Mr. B. A. 
Tompkins, Jr., as Assistant Manager 
of the Flintkote Central Sales District. 


B. A. TOMPKINS, JR. 


A graduate of Yale University, Mr. 
Tompkins served in the U. S. Naval 
Intelligence during World War II with 
the rank of Lt. Commander. Mr. 
Tompkins will make his headquarters 
in Flintkote’s Detroit, Michigan, office 


* * 


Cork Import Corp. 
Changes Name to 
National Cork Co. 


Corp Import Corporation has an- 
nounced, at its main office in Engle- 
wood, N. J., that its corporate name 
has been National Cork 
Company. 


changed to 


Cork Import Corporation was formed 
in 1923 to sell in the United States 
cork products produced in affiliated 
Spanish factories. It was the first 
American cork company to sell cork 
insulation entirely through independ- 
ent distributors. 
void for 


Its trade names, No- 
insulation and Acorn for 
champagne and wine corks, have be- 
come well established and synonymous 
with both quality and 
service. 


dependable 


In the interim, Cork Import Corpo- 
ration has operations 
through the sale of domestic cork in- 
sulation and cigarette tipping. Imports 
are now but a small part of its annual 
volume. The new name will be truly 
indicative of its present day activities 
and will emphasize its close connection 
to the domestic cork industry. 


increased its 


ROOFERS EVERYWHERE CHOOSE 


THE KETTLE WITH 
FLASH-PROOF FLUES 


e Best Construction 
Easiest to Clean e Cheapest to Operate 


The Hauck ‘’Speed-Master’’— the ac- 
knowledged leader in kettle design 
and performance — doubles your 
output, cuts fuel, labor, melting and 
cleaning time in half. Investigate these 
outstanding kettle features. 


internal Tube Heating for faster 
melting and easier cleaning. 

Improved Well Type Burner for 
horizontal firing and close flame 
control. 

Flash-Proof Fives—double walled 
fo prevent “‘rnn-away” temp- 
erature and reduce flashing. 

All Insulated Kettle for comforta- 
ble operation. 

Quick-Delivery Cock for faster 
draw-off. 

Other Hauck Features: Arched ket- 
tle cover, watertight apron and 
flue covers. Trailer kettles have 
full length steel chassis, fully 
equipped built-in fuel tank and 
semi-elliptical springs, etc. 


Skid Type Kettle—in 40, 55, 80, 115 
and 165 gals. capacity. 


Trailer Kettle on Pneumatic Tires (above); 


Solid Rubber or Steel Wheels— 
in 55, 80, 115 and 165 gals. 


Write for Bulletin 1058B 


HAUCK MANUFACTURING CO. 


103-113 TENTH STREET © BROOKLYN 15, N. Y. 








AJAX Roofing Brackets 
MAN-size — Superefficient 
ALL STEEL — Unbreakable 


AJAX Building Bracket Co. 
1551 Rydal Mount Rd. 
Cleveland Heights 8. Ohio 
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FOR ALL SIDING Asbestos Shingles Now Have Color 
you con sve | Styling Which Aids Demand 


sim- 
plify fitting 
corners - ° . ° ° . . 
—— New and improved styling of asbes- continued high demand for white shin- 
; tos-cement shingles, particularly from gles also was reported. 
ap- * “iaag 
pearance and the viewpoint of color, has given im- 
protection . ] : le 
with KOKO- petus to their rapidly growing popular- 
NERS. tndi- ity, Chester C. Kelsey, manager of the 
vidual zinc he met ’'roducts ~i4- 
corner strips. Won't rust, need only one nail \sbestos-Cement Pr luct . Asse cla 
Fit all Asbestos Siding Shingles and Wood tion, reported at the association's sum- 
Shakes 
Write for Illustrated Folder mer meeting at . 
. been product research and improve- 
BUGHER MFG. co. Shipments of asbestos siding shin- ment, product publicity and improved 
Cy Seen Sip Sie Sap Ce | luring the first four months of application techniques. In addition to 
rieS during e rs Tou Ss < wr < B6.. é 
211 SOUTH MAIN STREET, KOKOMO, IND. aah 4 PP . 4 ‘ 
1952, he said, were the largest on siding shingles, industry products in- 
record for the period. April ship- clude roofing shingles, flat sheets and 
| for that month. corrugated sheets. 


The meeting marked the associa- 
tion’s fifteenth anniversary. Formed 
in 1937, as the trade group of the as- 
bestos-cement building materials in- 





Absecon, N. } dustry, its principal objectives have 








nents set a new record 


ee P ro 
Buy from Frey eats | 
' ‘The siding units now being offered “In the first ten years of the associa- 


, Oo O L S | 1e industry are by far the most tion’s life, the value of its members’ 


ttractive in the 20-year history of production more than doubled,” Mr. 
FOR THE ROOFER “geri Bg , 


Mr. Kelsey asserted. Kelsey said. “Now it has almost 


Frank P Frey & Co “Each manufacturer has concentrated doubled again. During all these years, 
: : 1 lors to the line. As the association has provided leader- 

2634 W. MADISON STREET pre ‘ ite site ie ieee ike, Ser thes lnieniow. UE teen Hemn: the 
CHICAGO, ILL. ult, t - g now 1s aval ship tor re int ustry. t has een 1€ 

I rs and tones to focal point for product promotion and 


yle of architec- it has spurred the development of im- 








Beaty bee . ture.” proved, more attractive products and 
ROOFER’S MOPS " ; ‘d their wider distribution.” 
, Among i lavor colors, he Said, 

Roofer’s Mop Yarn, Cut Lengths twit Sagi . nee TI 4 i cael 

are greens, browns and grays. In iree of the association’s founders 
E. L. HILTS ° -s P : Chae ; 

= 2900 oad — e stvles the colors are enhanced by inter- were present and accorded special hon- 
or esting surface texturing effects. A ors. They were L. R. Hoff of Johns- 


ig ig 


"HEET-MASTER” 
KETTLES 


are 











® SAFER 
™e STURDIER 
© ECONOMICAL 
© EFFICIENT 
© DEPENDABLE 
“Heet-Master” on Pneumatics 
SAVES OVER 50% TIME — FUEL — LABOR! 


HEET-MASTER KETTLES ARE AVAILABLE ON SKIDS + STEEL WHEELS - 
HARD RUBBER TIRES * And on Pneumatic Tired Modern Automotive 
disc type wheels in the following capacities 


30 - 55 - 80 - 115 - 175 - 230 ~ 275 - Gallons 


Spread Gravel J ASK FOR CATALOG 418A. SEE LAY FELT 30% 
po Fame AEROIL ROOFERS’ KETTLES, ROOF py h 
“Gravel-Master” | PUMPS AND FULL LINE OF EBSEN- FELT LAYER non-hardening— 
Leaflet667 | TIAL TOOLS AND ACCESSORIES. LEAFLET 663 non-staining — 
adheres to any surface 
Products Company, Inc. Write for the name of 
South Hackénsack, N. J sour nearest distributor 


Branch Offices @énd Warehouses : ‘ 
pote rahi on anal aap Baagehag CALBAR PAINT & VARNISH CO. 
geles * Seattle * Pittsburgh * Jacksonville * “aa ow oft Vodiatial Contin 

Dedham, Mass 
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Manville Sales Corporation, the first 
president; Stuart H. Ralph, vice-presi- 
dent and director of the Flintkote 
Company and a former association 


president; and R. J. Tobin, president we IT's SMART 70 DO THE 


of the Tilo Company. A fourth found- 


er, Herbert Abraham, president of the _ COMPLETE JOB WITH 


Ruberoid Company, is still active in 


association affairs but was unable to 7 KARNAK 
be present. Tribute also was paid to , 
the late Samuel P. Moffit, president of — «4 

the association for many years and a smeataetessihtresengaiaaaaaaeae 
director and member of the executive 
committee from its founding to his 
death in 1950. 

William R. Wilkinson, vice-presi 
dent for sales of Johns-Manville Cor- 
poration, was re-elected association 
president. Ernest Muehleck, president 
of Keasbey & Mattison Company, was 
elected vice-president. R. J. Tobin, 
president of the Tilo Company, and 
Chester C. Kelsey, association man- 
ager, again were named treasurer and 
secretary respectively 





Directors for the coming year, in 
addition to the officers, include L. W. 
Clarke, the Philip Carey Manufactur- 
ing Company; Clifford F. Favrot, As- 


vestone ig ara James E, Hol ee Ls 
brook, J ; 


ROOF PATCHING 


Pabco Products; H. F. McFar- 
land, Jr., Smith Asbestos Products, 


Inc.; Stuart H. Ralph, the Flintkote vr — 0 
Company; J. H. Steiner, Supradur | 
Corporation of New York, and Stanley 

Woodward, the Ruberoid Company. 


ait This spandrel, full seal fabric is FREE! 

. ‘ ey OP oe oY ioe THRIFTIER!... 
Fewer Accidents In ‘51 a Yew con we # ght down to the Write today for your 
But More Serious ; HANDILY PACKAGED! ?° copy of the KARNAK 


. EASY TO HANDLE! ification B 
Workers employed by member com- : NO WASTE! eemeene . 


. e : ° “—_ - » Pe Each roll » individually packaged 
panies of the National Safety Council ’ i cortons. Stays in perfect shape 
un vw ' 


had fewer accidents in 1951, but the om pity : EASIER TO APPLY... LEWIS 

mishaps they did have were more wood ® ene 

serious. , ' —_ STURDIER!... ASPHALT ENGINEERING 
Industrial injury rates for last year, Fy A ete Bea A pen bog CORPORATION 

released by the Council in advance of EAS — 34 Church $t., New York 7, W. 

the 1952 edition of its annual statisti- mS Manufacturers of Asphalt Specialties for 25 Years 


cal yearbook, “Accident Facts,” show 


a modest reduction in frequency but iy \ & U R if 34 A 
an equal increase in severity of 1951 x - 
accidents as compared with 1950. Q0 
Twenty-seven of the 40 basic indus- Spr om FIBERGLAS MOPS 
try classifications reduced their fre- GZ on 
quency rates, and 20 reduced severity No-char Aluminum Sleeves 
rates. : : 
a ia Maximum Hot Stuff Pickup 
The accident frequency rate for em- ; F 
ployees in all industries submitting Easy and Uniform Spread 
company reports to the Council, based © WRITE FOR LITERATURE AND PRICES 
on the number of disabling injuries 
per 1,000,000 man-hours, was 9.06 in “QUALITY PAYS FOR ITSELF’ 


1951 a reduction of 3 per cent ‘rom UMA a @ Ye) CRO, 


year before. 


The communications industry again 1808 CHOUTEAU AVE. ST. LOUIS 3, MO 











YES MR. ROOFER 


Installed on buildings, signs and other 
places birds land or roost. 


ENDS BIRD SPATTER 


Can be applied to any angular or curved 
surface, cables, etc. 





























RIDGES, DORMERS 
ROOF GUTTERS 


Write for illustrated “KNOW HOW” 


NIXALITE COMPANY OF AMERICA 


115-119 W. 3rd St. Davenport, lowa, U.S.A. 











The 


life of HYDE 
ROOFING KNIVES 


Hyde’s No. 10 Roofing Knife 


leads a double life—yes, gives 


you double wear because of its 
two-point blade. Made from 
Hydex steel, expertly heat treat- 
ed, ground and honed, it pro- 
vides extra toughness and sharp- 
ness. Easy blade release enables 
you to change blades in just 10 
Handle and blade 
holder will last indefinitely. Spe- 
cify HYDE Roofing Knives—for 


lasting satisfaction. 


HYD 


seconds! 


MANUFACTURING CO. 
SOUTHBRIDGE, MASS.. U.S. A. 


led all others by turning in the low- 
est employee frequency rate. Its rate 
was 1.79—a 13 cent reduction. 
Electrical equipment ranked second 
with 4.04, followed by the cement in- 
dustry with 4.22. Aircraft manufac- 
turing, second in 1950, dropped to 


per 


eighth. 


Photo Blow-ups 

(Continued from Page 18) 

you by. People will be more likely to 
come to you when they have roofing 
and siding work if they know you did 
the job on the Jonese s’ house. 


Plastic Siding 
(Continued from Page 20 


the 


irom 


completely warped 
heat. The 2x4’s on 
which the material was applied were 
burned and the firemen 
found it necessary to literally tear off 
the plastic 

spray 


plant 


the 


were 
intense 


completely 


siding panels in order to 
interior of the 
water to the ma- 


water into the 


building. Damage by 


AMERICAN ROOFER 


terial was also nil. This, says Mr. 
Shmitt, was the acid test, and his new 
plastic siding passed it with flying 
colors. 


What's New 
(Continued from Page 24) 


provision may be made against chilly floors. 

To enable contractors and applicators to 
comply effectively and economically with the 
various Government regulations for the 
treatment of crawl spaces, The Ruberoid Co. 
has introduced a new product called “Crawl 
Space Cover and Concrete Slab Water- 
proofing”. In this product a strong base felt 
is thoroughly saturated with asphalt and 
then both sides are strongly reinforced with 
a special form of coating specifically de- 
signed to meet crawl-space and under-slal 
conditions. 


New Tile Roofing Brochure 

\ new full brochure has 
been issued by the Ludowici-Celadon Com- 
pany called Ludowici’s Roofing Tiles. The 
booklet illustrates all the most commonly 
used types of roofing tiles. The booklet also 
gives some details of actual tile roof appli- 
cation and illustrates some of the attractive 
homes with tile roofs 


color ro¢ fing 








KEEP YOURSELF POSTED! 


AMERICAN ROOFER & SIDING CONTRACTOR con- 
tains all news of the trade, new methods of 
application, new ideas in selling, and other 
subjects the roofing contractor should be fa- 
miliar with. Like thousands of other contrac- 
tors reading this magazine, you, too, can ben- 
efit greatly from it for the small subscription 
price of $3.00 per year. Use the coupon today! 


em mc km iw LE EES ™ 


AMERICAN ROOFER & Siding Contractor 
425 Fourth Avenue, New York 16, N. Y. 


Please enter my subscription to AMERICAN ROOFER & Siding 
Contractor, at $3.00 for one year. Bill me for this amount: 


[) Enclosed is a check or [] money order. 
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Short Cuts 


Plugging Leaks Cheaply Saves 
Expensive Losses 

Here we see a barrel of oil in your 
storehouse, say, and it is leaking badly. 
The oil is running all over the floor. Let 
us say that the oil is worth $1 per gal- 
lon and it is lubricating oil of high qual- 
ity—used for lubricating your trucks. 
Total value, $50. Now let us say that 
for a total outlay of ten cents you can 
buy a wooden plug, or can whittle one 
yourself, to stop the leak. In other 
words by investing ten cents in a 
wooden plug you would be saving $50, 
on the in- 
50,000 per cent, to be exact 


which is very good interest 
vestment 











Now the peculiar thing about many 
gladly buy preventives 
that the preventive is 
actually doing something. Leaking oil 
can be seen with the naked eye. But 


of us is that we gl 


when we “see” 


when it comes to purchasing some- 
thing for invisible losses we hem and 
Many thi dollars 
may be lost annually because improper 


we haw uusands of 
but invisible relations existing between 
executives and workers. There is such 
a thing as being too strict, and there is 
such a thing as being too lax. Losses 
caused by improper estimating can also 
until they 
figures in the ledger 


be invisible appear in red 
There are so many things of impor- 
tance in the roofing business that are 
invisible that it behooves us to make a 
careful study of them. It is worthwhile 
to spend some dimes here and there to 
buy “wooden plugs.” Plug as many of 
those invisible leaks as you can. Your 

profits are bound to increase 
W. F. Schaphorst 


Cleaning Aluminum 

What is the best material and method 
for cleaning aluminum surfaces that 
have become dirty from exposure to 
the atmosphere ? 
a cloth or brush, 


Scrub well with 





ABREAST 
KEES THE TIMES / 


The Original 
MATT FELT 
LAYER 


the Roofer’s Friend 
enables you to lay 125 
to 150 squares of felt (3 
ply) in a day with only 
3 men. No windy day lay 
offs. You save on hot stuff 
and mop yarn costs. Bet 
ter than hand laying; no 
fish mouths. Write for our 
complete line folder on 
Buckets, Kettles 
Buggies and 

Pouring Cans 

Burners, Ven- 

etc. Mechanize 

with MATT... it pays 


KETTLES — equipped with famous 
MATT Coil-Less Burner that Elim- 
inates 95% Carbon Trouble. Prices 
include Fenders and Burners. 


KETTLE PRICES 

90 Gal $350. 
120 Gal. $395. 
165 Gal. $495. 
230 Gal. $595. 


























MATT COIL-LESS BURNER CO. 


4015 West Lake Street 


Chicago 24, Illinois 





“HOT STUFF” PUMPS 





AIR 


A 
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RMS HEAVY DUTY 
Double Action 
PAINT PUMP 


SAVES TIME, WORK, 


Designed for applying PERMA 
Dri, the original Perlite 
Texture and Insulating Coating 


STEPHENSON 
BRU 


Biv okland 


SH PAINT CO. 


Dealers, Jobbers and Ap 











Manufacturers 
& Distributors 


Everything for Roofing and 
Waterproofing 


CAULKING COMPOUND 
ALUMINUM PAINT 
BITUSTATIC CEMENT 
ROOF COATINGS & CEMENTS 
INSULATION 
ROLL ROOFING—FELTS— 
PITCH—ASPHALT—COAL TAR 
COPPER—GALYV. IRON 


insist on Genuine Durex Products 


METROPOLITAN 


ROOFING SUPPLIES CO., INC. 
286 East 137th St., New York City 


1” 
— 
— 


CLASON 
SNOW GUARDS 


For new Slate Roofs, Spanish Tile 
Roofs, Old Slate Roofs, Flat Tile 
Roofs, American Method Asbestos 
Shingles and French Method Asbes- 
tos Shingles and for Metal Roofs. 


CLASON SNOW GUARDS 
Standard for Fifty Years 


THE M. N. CARTIER 


& Sons Company 
275 Canal Street, Cartier Building 
Providence, R. 1. 

Write us for Roofers Wholesale Prices 


expt ysed to 








“ASBESTOS”—The Magazine 
Keeps you up to date on happenings 
in the Asbestos Industry. 
Gives facts about Asbestos, techni- 
cal developments. 
$2.00 per year in the U.S.A.; $3.00 
in other countries. 
“ASBESTOS” 
808 Western Saving Fund Bldg. 
Philadelphia 7, Pa. 











Prevent Pitch Burn! 
with 
$1.50 per 6 fi. oz bottle $15.00 per dozen 


Churchman Products 


168 N. Wabash Avenue, Battle Creek Michigan 








using Lava soap. Tests have shown 
this works excellently on all architec- 
tural applications where aluminum is 
the atmosphere of our 
The United Nations 
building in New York is being cleaned 
with Lava soap. 


cities entire 


To retain cleanliness for maximum 
period after washing, apply wax and 
polish with a dry clot 


FHA Accepts 


(Continued from Page 19) 


submitted to strain. The problem has 
been solved by using a simple, inexpen- 
sive bending tool tha 
like curl on the inner 
after it | 


puts a pretzel- 
end of the nail 

The curl pro- 
vides a positive anchor at the back of 


the sheathing 


has been driven 


The great majority of 
nails, however, are driven into the studs 
where no holding problem occurs. 

\ssociation 
has revised its own manual for roofing 
and 


The Insulating Siding 


siding contractors on “Recom- 
mended Procedure for 
lap Joint Insulating 


Construction” to 


Applying Over- 
Siding to New 
include installation 
gypsum board 
sheathing. The manual which is issued 


over fiber and exterio 
free of charge by the Association, can 
be a highly useful sales tool in develop- 
ing this area of the 


important new 


! ling market 


Maine Contractor 


ntinued from Page 21 


organized the business, proves his 
point. He keeps his staff under eight, 
to assure a constant flow of work, 
rather than putting on rush crews and 
having slack periods. He trains his help 
thoroughly, allowing 


perience, before assuming that man is 


two years of ex- 


ready for top responsibility 


\ccidents are prevented by keeping 


equipment in good repair, as well as 
well painted and lettered, an aid to ad- 
confine his work 
| re-siding, thus keep- 
Work 
plies is avoided 
and ten-day 
setup with manufacturers and distribu- 


vertising! He tries t 
to re-roofing anc 
ing out of the carpenters’ hair 
stoppage for lack of suy 
by his two warehouses 
He has a 60’ x 30’ warehouse next 
to his office at 2% Union Wharf and 
one 100’ x 30’ at North Deering, out of 


tors 


the congested area and less vulnerable 


| Abraham, 
| A key to virtually all available knowledge 


AMERICAN 


Building Insulation. by Paul D. Close, BS. 
3rd Edition—Revised and Enlarged, contains 
372 pages, 181 illustrations, 65 tables, is fully 
indexed, durably and handsomely bound in 
washable cloth to give the utmost in service 
It is priced at $4.95. 

In this new edition an effort has been made 
to cover the subject in such a manner that it 
will be useful and of practical value to the 
architect or engineer, to the manufacturer, to 
the dealer, and to the consumer who may be 
contemplating the construction of a new house 
or the remodeling of an old one. The book has 
been brought up to date in all details. 


Sheet Metal Work, by William Nuebecker. 
360 Pages, 430 illustrations, $3.25. A generously 
illustrated manual of practical self-instruction 
in pattern drafting and construction work. It 
includes chapters on tools, methods of obtain- 
ing patterns, workshop problems, problems for 
light gauge metal, coppersmith’s problems, 
problems for heavy metal, skylights, roofing, 
cornice work and patterns for forced-air fit- 
tings. 


Asphalt and Allied Substances, by Herbert 
1,515 Pages. $25.00 for New Edition. 


on asphalts, tars and pitches. The volume has 
333 illustrations, 122 tables and charts, 12,000 
references and 9,000 patent citations. Included 
are sections on prepared roofing-asphalt shin- 
gles, built-up roofing and waterproofing 


Skylight and Room Tables, by H. Collier Smith. 

34 Pages. $1.50. This is a time-saving refer- 
ence book, giving the true lengths of all bars 
for skylights and roof rafters of standard 
pitches. The author is a practical skylight man 


How to Estimate for the Building Trades, by 
Townsend-Dalzell-McKinney. $5.50. 633 pages, 
318 illustrations, 44 tables. A complete and 
practical book on the estimating of mate 
rials and labor, plus the actual practices of the 
various trades in handling construction details, 
For the estimator, contractor or builder who 
does not have bulging files of cost data, this 
book will prove to be indispensable. 


Cash only—List the books you want, attach to 
check for the proper amount, and mail to. . . 


BOOK DEPARTMENT 


AMERICAN ROOFER 


425 Fourth Ave.. New York 16. N. Y. 
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to fire, with its lower insurance rate, 
all adding up to smooth operation. 

Like all firms, this one had to 
“tighten its belt” during the depres- 
sion, but because of its good practice 
of discounting all bills, and setting up 
its own financing of customers, it 
weathered the storm 


Maine So’easter Brings Business 


And, speaking of storms, the Maine 
“Southeaster” storm of November 
1950 really proved a point of service. 
The drenching rains and high velocity 
winds reaching 76 miles per hour in 
gusts, lasting round the clock, proved 
to build a gold mine of good will for 
the firm. They worked all one Sunday 
in the rain, wearing oil skins, to repair 
the roof of a local department store 
which would have lost thousands of 
dollars of merchandise, but for the can- 
vases spread temporarily to make it 
tight. In one particular case the men 
went out at night and worked by flash- 
light to board up a house containing a 
family of five children. But for this 
work, the wind would probably have 
lifted the building from its foundation 


Dependability 


Dependability is one of the greatest 
assets of the firm. Regardless of loca- 
tion or transportation difficulty, Hulse 
Roofing gets there. Some of their 
tougher jobs include a building at 
Squirrel Island off the coast of Booth- 
bay Harbor, where stock and material 
had to be loaded onto a scow. At one 
time island work presented so much 
difficulty in transportation, that the 
firm considered getting their own boat 
and loading at Union Wharf. 

Their’s was one of the first trucks 
to go over the unique Bailey’s Island 
bridge, the only one of its kind in this 
country, a replica of a span over the 
Firth of Forth in Scotland. In one in- 
stance they had to back a load of stock 
up the side of a mountain in Parson- 
field, to overcome the damage of Spring 
rains which washed out the road, but 
the roof went on, regardless! 

Mr. Janelle’s success is ample proof 
that the so-called outsider can break 
through the reserve of the Maine peo- 
ple if he has quality merchandise. He 
not only built himself a business but 
made himself a real home among the 
“cold” people who turned out on long 
acquaintance, “to wear well.” He is 
happily contented with Maine and his 
hobby, his one pacing gelding. 








"Large or small, our jobs 
go twice as fast with 
a CLE-WIT Roof Cart’’* 


*Leaves more time for more 
jobs and greater profits. 


Handles minimum of 

ten rolls of 15+ felt per 
load — or six buckets 

of “hot stuff’, roof 
insulation, too. 


Write NOW for free 
descriptive literature. 


e 969 TREAT AVENUE 
ig 0. nc. SAN FRANCISCO 10, CALIF. 


Manufacturers and Distributors Roofing Tools and Equipment 











SIDEWALL INSULATION 


is EASIER TO SELL 
when you also install 
“MIDGET LOUVERS!” 


An easier sale—an extra profit—a “reputation 
protector” for you. Midget Louvers do a great 
job — ventilating sidewalls and help prevent 
condensation and moisture blistering of paint. 
Just drill a hole—and push all-aluminum 
Midget into place—no nails or screws are 
needed. Use on flat or peaked roofs, eaves and 
soffits, gables, unexcavated areas, etc. Midget 
Louvers have built-in insect screens, and 
snap-on covers are available. 


For indoors, use the new “LD” Midget on finished 
basement walls, cupboards, closets, etc. Both styles 
made in 5 sizes, 1” to 4”. Write for full information. 





THE 


MIDGET LOUVER co. 


6-8 WALL STREET * NORWALK, CONN 
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PAT. NO 2209480 


: ¢ 
ROOFERS’ MOP 


@ More economical 

@ Longer life 

@ Permanent handle 

@ More profitable roofing 


Tarzan mops cost you far less 
than “rolling your own.” 
Heads can be replaced on 
permanent handles, saving 
time and labor cost. 


Write TODAY for prices and somoles 


AMERICAN ASSOCIATED COs. 


ATLANTA P.O. BOX 4056 GEORGIA 


ROOFING YARN 


ALL TYPES—Several Grades 


Cut Lengths 


As illustrated 


Roofing MOPS 


Complete with handles) 


TOP QUALITY 


Reasonable 
Prices 


Immediate 
Shipment 


WRITE TO 


JOHNSON PRrobucTs Co. 


MEMPHIS, TENN 


Manufacturers of Nationally 
Known JOHNSON Brooms & Mops 


AMERICAN ROOFER 


Farm SellingiCrop Calendar 


(Continued from Page 17) 


them when it is certain that no special 
planting work has to be 


liscretion, if the 


lone Follow- 
ups can be made at 


sale has already been well started 


JUNE. 
the farmer is alternately busy and has 
He must make about 
his corn, and he is 
also cultivating his so On the 
good month to carry out 
the actual installation of 
siding. It is also a good time to make 
that first pitcl 


JULY. 


farmer, when it is usually good to con- 


This is a month in which 
time on his hands 
three cultivations of 
beans 
whole it is a 
roofing and 


Che June “recess” for the 
tact him about sales and installation, 
lasts until about the middle of July. 
From then on the farmer is harvesting 
wheat, oats, mowing, al 


hay . 


AUGUST. 


months there 


falfa, and baling 


Starting early in this 
is a lull 
himself busy getting his grain bins and 


ribs ready 


The farmer keeps 
for the harvest. This is one 
vest times in the vear to have 
installed Generally 


siding 


speaking 
farmers are most receptive to moderni 
vement at this 

Although he is mildly busy the 
farmer is engaged in a type of repair 


which n s him think about 


zation and repair impr 


’ 
uildings 
g 


improvements 
SEPTEMBER, OCTOBER. 
This is 


crops 


The 
arvest time 
Don’t bother 
him during this period. By the end of 
October, 
pretty good idea of w 
the year will be. He has been paid off 
for his crops and he feels flush. From 
ling into November 
and December he should be hit hard! 
NOVEMBER, DECEMBER. 
Through November 


busy, busy season 


for corn and other 


however, the farmer has a 


it his income for 


this time in, exten 


ind December the 


farmer is buying things for the year. 
This is the time to get a piece of that 
valuable farm expenditure. Winter is 
coming up in many areas, and there 
may still be time to get that new roof- 
ing or siding applied. Now the farmer 
has the money, and sales and applica- 
tion can be quickly made, particularly 
during the month of November. In 
some areas winter has already pretty 
well closed down the country by mid- 
November. For these farmers, and as 
the time goes on into late December, it 
is time to send out, or bring, literature 
and demonstration materials. Often, 
with the farmer having lots of time to 
listen and read, a contractor can be 
signed for application in the late Spring 
or early Summer. 

Thus goes the calendar for the year. 
Of course the differences in different 
localities are apt to be tremendous. 
Such {actors as weather conditions and 
geographic location can be regarded as 
the natural effects. There are also the 
effects of custom: what crops will be 
planted, and when, is in some areas, a 
matter of local tradition. 

In an article published in the Febru- 
ary, 1946, issue of “American Roofer & 
Siding Contractor” J. L. Strahan, now 
of the Asphalt Roofing Industry Bu- 
reau, gave three major reasons why the 
farm market offered a tremendous op- 
portunity for the contractor at that 
time. His arguments are even more 
cogent today, for if the farmer had in- 
deed been the beneficiary of some three 
or four years of war prosperity by 
1946, he now has behind him almost 
ten years of relatively good times, and 
has laid aside much more toward per- 
manent repair and improvement of his 
property. 








CLIFFORD SWINGING DERRICKS 
Get the load onto the roof deck 


instead of just up to it! 


The Clifford Derrick patented. out-swinging arm 
not only clears obstructions between the deck and 
the ground but it also swings the load in easily 
on ball bearings. 


Your loads are spotted well in on the roof deck 
with the labor- and money-saving CLIFFORD 
DERRICK. 


Write for details and the name of nearest dis- 
tributor. 


50 WEBSTER AVENUE 
SOMERVILLE 43, MASS. 
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It would not be re-miss to point up 
again a few of the comments made by 
Mr. Strahan. He tells us that “. . . the INCREASE SALES WITH 
need for roofs is there. Five and a half 
million farms averaging 5.8 buildings SoS hie Ss oa SSIES —E 
per farm, each with 10.5 squares of 
roofing on it adds up to an impressive 
total. Something like 335,000,000 
squares or 7,690 acres or 120 square 
miles. All wearing out regularly, re- 
quiring replacement and maintenance.” 

On the time at the farmer’s dis- 
posal : 





. today the pressure of circum- 
stances has become too great even for 
his tough fiber. He has had to give up 
making his own clothes, and he, or his 


wife, even occasionally uses store bread. Exclusive Te rrito ries Open 


He doesn't hew out heavy timbers to 

raise a new barn anymore—largely be- ege 

cause there isn’t much of it left in the For Qualified Dealers 
wood lot. So he gives up one after the 

other of the primary production enter- 

prises so far as his own consumption 

needs are concerned, and concentrates 

more and more on those enterprises 

which make available the necessities of ' M ney Rew. U.S. Pat. OFF 


life for many others. New styles of 


} 


s Emco Cement Products, inc. 


asphalt and asbestos roof covering re- Shamokin, Pa 
. Pa. 


quire an application know-how for best 
performance that he does not have. So 
for these various reasons he is a good 





prospect for roofing service.” 


Farmer Requires ; 
Practical Approach os JOB: R. MURPHY 
“Even if the farmer doesn't have vi, stay sharp ROOFING KNIVES 


time to put the new roof on with his 





own hands he wants to know how it is 
done. He will want to see and touch the 
material, to be convinced of its adapta- 
bility for his purpose—that it will last 
long enough in comparison with other 


No Play — No Wobbling 





R. Murphy “Stay-Sharp” blades, processed from finest tempered 
steel, are famous for the way they hold up under tough usage. 
Their hand-honed razor-sharp edges cut the roughest materials 
easily. 


competitive materials so that his an- 
nual costs will be the lowest possible. 
\ppeal through pride of ownership and 
good appearance will work on him, but 
only after he is convinced of the prac- 


R. Murphy Knives completely eliminate any play or wobbling 
because of the precision riveting of blade and handle .. . the 
tical values involved.” latter custom-designed for proper grip. : 

For the steadiest, cleanest, easiest cutting roofing knife—ask for 
Rt. Murphy “Stay-Sharp” Knives at your Roofing Supply or Hard- 
ware Store. 

There’s an R. Murphy Knife for Every Purpose. Write for FREE 
catalog showing the complete line. 


“One mistake that is likely to cost 


STAY SHARP ROOFING KNIFE 


the applicator some good business in the 
long run is to overemphasize the cost 
factor. Low cost is desirable, everything 
else being equal, and the farmer is tra- 
ditionally price-conscious. But that Tested Quality for over 100 Years 
doesn’t mean that he would necessarily 





buy a cheap roll roof for an otherwise 


expensive major structure. A good R. MURPHY’S 
- . 


building needs a good roof be it in town SON 0M 
s 45 t C 

or country, and the farmer, being an in- i) C PANY 

telligent individual will recognize this. AYER, 

A major building such as a new dairy MASSACHUSETTS 
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Stan-Gard Pigeon & Bird Repellent 
Co., Ine. 
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AMERICAN ROOFER 





CLASSIFIED 
ADVERTISING 





Under this heading classif hed vertivements are ac 
epted at the uniform rz , cents a word, but 
advertisement taken for less than 20 words with 
i minimum charge of $3.00; 3 mx wnths at 10c per 
word per insertion. Check or Money Order must 
accompany copy of Classified Ad. Advertisements 
jliciting dealers or distributors, or new products 
for sale, not or in classified section. Address 
all communicatio to Classified Department, 
\MERIC AN ROOFER. 425 Fourth Avenue, New 
wk 16, N. ¥ 


FOR SALE 


FOR SALE ROOFING and Sheet Metal business 
Piedmont Area, Nort! ! equipment 
und stock of material t yea me $300,000 
Apply to Box 35 AMERIC AN "ROOFER & 
SIDING CONTRACTOR, 425 Fourth Ave., 
York 16, N. ¥ 


Ww AN TEI D A MAN to help promote a roof paint 

musiness estal li shed n 1897. Will share profits, 
not much « il needed Write to Box 356 
AMERICAN ROOFER & SIDING CONTRA( 
TOR, 425 Fourth Ave., New York 16, N. Y. 


HELP WANTED 


ARG iE — ( ER OF Asphalt Shingles Roof 
| ied Products requires the services of 
no ing salesmen for Eastern Souther 
Mi idwester: territories Splendid opportunity 
attractive proposition for the right mer vive 
nf : 8 as to qualifications and experience 

rd Roofing Products Co., 188 

ig Illinois 


MISCELLANEOUS 


FOR SALE FOR yur consideration 4 Chevrolet 
Van Trucks. Models: one 1946, one 1950, two 1951 
One of latter brand new. Each fully equipped wit! 
Molloy Woolmaster, hose, ladders, etc. Direct in 
quiries to: Be 357, AMERICAN ROOFER & 
SIDING ¢ ON 1 RACTOR, 425 Fourth Ave., New 
York 16, N. Y 


ONE “WILLIAMS” SHINGLE Cutter, i 
riginal packing, immediate delivery, ex Canada, 
ncluding 3 in 1 cutting cylinder and all equipment 
ess motors. Will accept best offer. Write or ph 
Karl J. Schumer, 120 Wall St., N. Y. 5, WH 
1600 AMERIC AN ROOFER & SIDING CON 
rRACTOR, 4 Fourt Ave., Ne York 16, 
~ s 


FOR SALE 


449 STUDEBAKER INSULATION Truck an 
Blower in fir class shape 10,000 miles on truck 
Thomas \ River Strect, New Rochelle, 
New York 30) 





FOR FREE 
LITERATURE 
SEE PAGE 








_ the Sweetest t Siding Story ever Sold! 


= 


= 
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TRY SILVERCOTE'S 
PLUS-PROFIT SELLING PLAN! 


Sell SILVERCOTE Reflective seston on every siding 
job. Really helps close sales! 





= 








SWEETEST VALUE STORY FOR YOUR PROSPECTS 


Sure, they’ll sign that siding order 
faster when you tell ’em: “Instead 
of ordinary felt or building paper 
as a sheathing paper under the 
siding, we use SILVERCOTE 
SIMPLEX. It gives you year- 


SWEETEST PROFIT STORY FOR YOU 


SILVERCOTE actually speeds 
siding application because it goes 
on clean—no smudging... no 
costly clean up work. EXTRA 
profits—SILVERCOTE costs you 
only pennies more per square, yet 
gives the buyer far more! 


Add a profit by suggesting low-cost SILVERCOTE 
2 Simplex applied over attic joists. So much year-round 
insulating benefit for so little, customers go for it. 


& SON inc 


*T.M. Reg. U.S. Pat. Off. 


distributed by 
Bird & Son 


and 


The Flintkote Co. 


SILVERCOTE 


REFLECTIVE INSULATION 


LVERCOTE 


a> 
REFLECTIVE INSULATION a 











round reflective insulation com- yy 
fort.” It sounds like value—and it 4 
is value. The kind of plus value 4 
that puts any smart applicator 

*way out ahead of competition. 





Full efficiency is achieved only when 
reflective surface faces a %" air space. 
However, in most siding applications 
Ye" air films exist, permitting SILVER- 
COTE surfaces to reflect radiant heat. 

















START NOW! FILL IN! MAIL COUPON 


Start now! Fill in, mail cou- 
pon for FREE Samples and 
FREE Book—"How to Sell 
and Install SILVERCOTE Re- 
flective Insulation."’ Do it now! 


Silvercote Products Inc., 161 E. Erie St. « Chicago 11, illinois 
Name 

Firm_ 

a 


a 
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eee ASBESTOS 


of eo 

with Kenitex 

THE LIFETIME FINISH FOR 
EXTERIOR WALLS! 


1 Your own company’s volume retail application sales! 
2 Your wholesale gallonage sales to dealer-contractors! 


Here’s How You Profit With for years to come. Available in 10 attractive decorators’ 
Asbestos KENITEX colors. 
Over 100,000 customers from coast to coast prove 
that asbestos Kenitex is the finest mineral base exterior 
wall coating for all extremes of climatic conditions. 


lL You make money by selling Kenitex applications 
direct to owners of homes and commercial buildings. 
Kenitex provides a wealth of advertising and sales 
promotion helps that make selling easy — including Asbestos Kenitex is sprayed on exterior walls with a 
a 15-minute full color sound movie that does your powerful air pressure gun to the thickness of 20 coats of 
selling for you! Your own territory is protected! ordinary paint. You'll offer a new type of soft finish 

2 You make money as a wholesale distributor by sell- Wall coating that does not conceal the original architec- 

* ing to contractors who make their own sales and ‘ural lines. Asbestos Kenitex seals cracks, hides flaws, 
applications in non-competitive areas. and fuses to all types of wall surfaces, giving a tough, 
long-lasting protective covering to any home or com- 

Here's why your Asbestos KENITEX mercial building. Unlike other similar type wall coat- 


+ of: ings, asbestos Kenitex retains its resiliency for many 
customers are satisfied customers years, so it will not chip, crack or peel. And asbestos 


Not a paint, but an easily-applied mineral base finish, Kenitex is made by the world’s largest exclusive manu- 
asbestos KENITEX resurfaces any exterior wall—beau- _facturer of mineral base mastic coatings. Asbestos Ken- 
tifies, insulates and protects for 15 to 20 years. The  itex is sold only by approved distributor-contractors 
beautiful Kenitex colors and finish remain new-looking throughout the U.S., Canada and Alaska. 


Investigate asbestos KENITEX two-way profit plan today! Write, wire or telephone for plete details. 


Asbestos KENITEX is manufactured exclusively by: EXCLUSIVE DISTRIBUTOR 
FRANCHISES AVAILABLE 


With the completion of another new 11% 
acre West Coast plant, Kenitex can now 
offer a few new exclusive distributor fran- 
chises to qualified dealer-contractors. 
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TRADE MARK 


CORPORATION @ 2959C SOUTH FAIRFAX AVE., LOS ANGELES 16, CALIF. 





